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every time! 


L baseball, the pitcher has a 
margin for error. He can throw three 
bad balls and still get his man. 


In selling life insurance, that margin 
doesn’t exist. Throw the prospect 
one bad pitch and you’ve lost him. 


Pitching that constant strike takes 
sound salesmanship. More than 
that, it takes timing, control, heart 
and skill—plus knowledge of 

your prospect and product. 


Today’s career life underwriter is 
constantly alert to these success 
factors. With the help of his Home 
Office, his C.L.U. study, and his 
L.U.T.C. training, he is constantly 
improving his ‘‘pitches’”—and doing a 
better job than ever before. 


Gakey 
AREyNslds: 


Each of us in the life insurance . 
business has a continuing 

responsibility: to render pro- 

fessional services to the millions of 

free Americans who stand to 


not negect our responses LEE INSURANCE COMPANY OF PHILADELPHIA, PA. 


and our opportunities, 
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REAT People in a 
GREAT Section of our 
Nation... the SOUTHWEST 


Great Southern Life and Great South- 
erners are working hand in hand for the 
welfare of men, women, children and 
families in the four great states com- 
prising Great Southern Territory. 


Together, they have an established 
reputation for service, strength, pro- 
gressiveness and security that is bring- 
ing more and more policyowners into 
the Great Southern fold every year. 


Great Southern offers career life un- 
derwriters unexcelled opportunities in 
their chosen field. In addition to ex- 
cellent sales tools and a portfolio of 
life insurance plans to meet every 
need, Great Southerners participate 
in a most comprehensive, non-contrib- 


utory AGENTS BENEFIT PLAN. 


The Great Southern Plan 


1... builds a substantial retirement income 
for life. 


2... provides for an unlimited life insurance 
death benefit, which becomes payable 
as 


3... disability income in event of total and 
permanent disability before retirement. 


4... provides generous hospitalization and 
surgical benefits for himself and his 
immediate family. 


GREAT SOUTHERN 





INSURANCE COMPANY 


HOME OFFICE HOUSTON 1, TEXAS 








NUMBER THR in @ series of advertisements ouflining advantages en 4 
EE by field underwriters of the Equitable Life of some his 


EQUIPPED FOR 


SUCCESS 


Pita associates of the Equitable Life of 
lowa are equipped for success. A direct ‘mail 
system and a constructively developed range of pro- 
motional material provide effective pre-approach 
and prospecting assistance. Selling aids in the form 
of sales literature and proposal forms are available 
for point of sale use, while many and varied are the 
good-will and prestige-building items supplied for 
follow-up purposes. Of major importance among all 
Equitable of lowa sales aids is the KEY TO 
SECURITY service, a comprehensive programming 
plan of amazing effeetiveness. 
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Life Insurance Company 
OF 10WA 


FOUNDED IN 1867 IN DES MOINES 























MORE THAN 1,800,000 POLICIES IN FORCE 
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Recruifers Never 
Had It So Tough 
as They Do Today 


Potential Agents Choosy: 
Financing Up $100 a 
Month Over a Year Ago 


By ROBERT B. MITCHELL 


Except for a fortunate few, agency 
neads are having the toughest time re- 
cuiting that they can remember. Pick- 
ing men with better than average 
chances of beating the mortality rates 
for life insurance salesmen never 
easy. But in recent months the cost 
of financing has gone up without any 
relation to increases in living costs. 

The best estimate is that financing 
currently requires roughly $100 a month 
per man more than it did a year ago. 
Added to that is the fact that poten- 
tial agents have become much more 
aware that they are a scarce and de- 
sirable commodity. They are unlikely 
to listen starry-eyed to the first general 
agent or manager who paints the pic- 
ture of life insurance selling as a 
career and then sign up with him. They 
tend more and more to shop around to 
make sure they are getting the top 
dollar in financing. Consequently, the 
agency head not only has to pay more 
to recruit agents but has to spend more 
time talking with “shoppers” who may 
or may not eventually wind up in his 
shop. 

Competition, Not Living Costs 


Living costs appear to have little part 
in this rise in financing costs. The big 
thing is competition for manpower from 
other lines of business and within the 
life insurance business. What has made 
the situation more acute is that the 
rivalry of other lines of business is 
taking experienced agents who have 
been making what might seem like good 
incomes. These men have been doing 
well but have found themselves in- 
creasingly pinched by living costs. If 
such an agent sees little chance of sell- 
ing enough more life insurance to ease 
the squeeze materially, he is ripe for 
plucking by some corporation that is 
booming along on the crest of the cur- 
tent inflationary prosperity. 

Men who can be induced to come into 
the business without financing are en- 
countered about as often as a Great 
Auk. The question is not whether to 
tnance but how much must the ante be? 
Today it’s pretty much in the $300 to 
$100 a month range. Anything less than 
200 is almost as great a rarity as a 
Man entering the business without 
financing. 

Around $600 is the upper end of the 
tange. That figure would be regarded 
as unusual, though by no means fan- 
lastic, and even higher guarantees have 
been recorded in recent months. 


Post-Selection Not Ruthless Enough 


The increased cost of financing has 
stown up even more clearly the need 
‘or careful and realistic post-selection— 
the term used by Rains Wallace, L.I. 
AM.A. director of research, for weed- 
mg out those whose early production 
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—— fitcords show to be virtually doomed 
—— f° failure. Higher financing costs may 
. year, BXelp to get some managers and general 
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Companies’ August 
Advertising Listed 


Following is the national magazine 
advertising of life companies scheduled 
for August, as compiled by THE 
NATIONAL UNDERWRITER: 


Connecticut General — Wall 
Journal, weeks of Aug. 4, 18. 

John Hancock—Life, Aug. 25; News- 
week, Aug. 4; U. S. News & World Re- 
port, Aug. 1, 29. 

Massachusetts Mutual—Time, Aug. 18. 

Metropolitan Life—American, August; 
Business Week, Aug. 2, ; Collier’s, 
Aug. 2, 30; Cosmopolitan, August; 
Forbes, Aug. 1; Good Housekeeping, 
August; Ladies’ Home Journal, August; 
McCall’s, August; National Geographic, 
August; Newsweek, Aug. 4; Saturday 
Evening Post, Aug. 23; Time, Aug. 18; 
U. S. News & World Report, Aug. 22; 
Woman’s Home Companion, August. 


Street 


Mutual Benefit Life—Fortune, August; 
Saturday Evening Post, Aug. 28. 

Mutual of New York—Better Homes 
and Gardens, August; Collier’s, Aug. 23; 
Newsweek, Aug. 25; Parents’, August; 
Saturday Evening Post, Aug. 23; Time, 
Aug. 18. 

National Life of Vermont—New York- 
er, Aug. 9. 
New York Life—Collier’s, 
Country Gentlemen, August; 
Home Journal, August; Life, Aug. 25; 
Newsweek, Aug. 11; Saturday Evening 
Post, Aug. 9; Successful Farming, Au- 

gust; Time, Aug. 18. 

Northwestern Mutual Life—Successful 
Farming, August; Time, Aug. 11; U. S. 
News & World Report, Aug. 29. 

Phoenix Mutual—Coronet, August. 


Bills Would Provide Armed 
Forces Annuities;SS Changes 


WASHINGTON—Rep. Kilday, Tex- 
as, has introduced a bill to permit re- 
tired members of the armed forces to 
provide annuities for their survivors. 
Veterans could elect to receive re- 
duced pay before completing 18 years 
service to provide the annuities. 

Rep. Bennett, Mich., introduced a 
bill to reduce social security retirement 
from age 65 to 60; to allow widows to 
become eligible for OASI benefits at 
age 50, and to increase monthly insur- 
ance and lump sum death payments 
under OASI by 20%. 


Aug. 9; 
Ladies’ 











their over-optimistic re- 
turn loose those agents 
production has indicated 
they are poor bets. Even’ though 
L.I.A.M.A. has been issuing figures 
showing that second-quarter production 
indicates whether an agent is likely to 
succeed or not, the temptation is strong 
to hang on to the agent, despite his 
ominous record, in the hope that he 
will be one of the long shots who pays 
off despite the terrific odds against his 
success. 

No rule based on early production can 
eliminate the possibility that some of 
these men with poor showings are 
potential Million Dollar Round Table 
members, just as no life company’s 
medical selection procedure can guaran- 
tee that the applicant rejected for a 
weak heart won't live to be 96 and col- 
lect his own proceeds. But while life 
companies have pretty well learned to 
follow their statistical guideposts in 
spite of temptations and pressures to 
deviate, it is much more difficult for 
managers and general agents to be so 
scientific. A few are, and their results 
show that they save a lot of money 
that would otherwise go down the drain 
in futile financing. 

The trend in number of agents re- 
cruited has been going down for the 
last couple of years. According to 
L.I.A.M.A. figures, the total number of 
agents placed under contract in 1951 in 
the United States was 17% less than 
in 1949 and 14% lower than in 1950 but 
there is some indication that for the 
first quarter of 1952 the downward 
trend may have spent itself. 


agents over 
luctance to 
whose _ early 
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CompromiseVersion 


of Doughton Bill 


Goes to President 


WASHINGTON — After two-days 
meetings, the joint conference commit- 
tee on the Doughton social security bill 
agreed upon a compromise measure, and 
both houses cleared the conference re- 
port for the President. 

Major agreements on points that had 
been in dispute between the two bodies 
were: 

1. Income limitation of $75 per month 
beyond which OASI beneficiaries would 
lose their monthly benefit payments. 

2. A modified version of the contro- 
versial disability feature of the bill 
which would place responsibility pf 
proof of disability with state agencies 
rather than with the federal security 
agency. 

3. Adoption of the McFarland public 
assistance amendment with modifica- 
tions, mandatory provisions requiring 
states to pass on increases to recipients 
and concerning agricultural workers be- 
ing deleted. This amendment becomes 
effective Oct. 1, 1952, but instead of 
being permanent, expires Sept. 30, 1954. 

It has been estimated that about 8 
million persons will be benefited under 
the bill at cost of $540 million annually. 
Beneficiaries include 4.5 million under 
OASI and the balance under public as- 
sistance programs. Old-age assistance 
beneficiaries would receive $5 per 
month additional, OASI beneficiaries 
$5 monthly or 1244% increase, which- 
ever is greater. 

Eliminated from the bill was a Hiouse 
provision permitting state and _ local 
government employes having their own 
retirement plans to come in under 
OASI. 

The bill provides for wage credits at 
$160 monthly to armed forces members 
since the Korean trouble began, with 
deposits to come out of the OASI trust 
fund instead of the general treasury. 

Delayed for a year is the provision 
respecting disability. State agencies are 
to work out with FSA plans for ex- 
amining disabled persons, whose OASI 
status would be frozen during disability, 
so that they would not lose retirement 
benefits meanwhile. 


“Face Saver” for Administration 


Senate-House differences over the dis- 
ability provision were resolved in a very 
unusual manner, the result being re- 
garded as a “joker” by insurance 
observers. 

The total and permanent disability 
provisions of the bill expire June 30, 
1953. However, it is provided that no 
disability application may be filed until 
after that date, or not before July 1, 
1953. In other words, such applications 
may not be filed until after the dis- 
ability provision expires by limitation. 

This solution is dubbed a “face saver” 
for administration people who have been 
pushing a disability program in various 
forms. They had been pressing Rep. 
Doughton, ways and means committee 
chairman, to hold out for the disability 
feature of the new bill. 

This was Doughton’s last bill and 
Senate conferees yielded on disability 
to the extent indicated above. : 

However, it is claimed the provision 
has no significant meaning in reality. 
Congress must act affirmatively before 
anything definite can be done with re- 
spect to disability payments under the 
bill. 

The lapse of a year will give federal 
security agency opportunity to explore 
with state officials the problem of what 
methods shall be used by state authori- 

(CONTINUED ON PAGE 20) 


Six Month Sales 
Estimated to Have 


Shattered Records 


Institute of Life 
Insurance Figures 
Sum at $14.7 Billion 


Institute of Life Insurance estimates 

that sales during the first six months 
have set a record, reaching $14,700,- 
000,000 for the first time in the first six 
months of any year. Greatest gains 
have been scored in ordinary, of which 
an estimated $9,700,000,000 was sold. 
Industrial purchases in the six months 
were about $2,900,000,000. Group life 
purchases were approximately $2,100,- 
000,000. 
_ The institute states that insurance 
in force ownership reached a record 
peak of $265 billion at mid-year, repre- 
senting a gain of some $12 billion since 
the start of the year and $113 billion 
more life insurance protection than was 
owned at the end of the recent war. 

The report estimates that benefit pay- 
ments were at a record level in the 
first half of the year of $2,125,000,000. 
This was some $75 million more than 
the previous record total in the first six 
months of last year. Death benefits ac- 
counted for about $925 million in the 
half year, up about 5% from the pre- 
vious year. 

_Payments to living policyholders in 
six months were estimated to be $1,- 
200,000,000, equal to 56% of total pay- 
ments. The “living benefits’ were up 
about $25 million for the first half of 
1951. They were 62% more than simi- 
lar payments in the first six months 
of 1942. 


$70 Billion in Assets 


The total of assets rose to an esti- 
mated $70 billion on June 30, an in- 
crease of $2 billion since the start of 
the year and about $4 billion above a 
year ago. The distribution of the assets 
shows some changes. There has been 
more than $3 billion gone into defense 
in the past 12 months and purchases of 
real estate and mortgages have declined 
about one third from the volume of a 
year ago. 

Premiums for life insurance and an- 
nuities were more than $4 billion in the 
first six months and those for life in- 
surance alone were approximately $3,- 
500,000,000. This represents a growth 
from less than $2 billion in the first half 
of 1940. 

The tabulation shows the total in- 
come of all U. S. life companies, includ- 
ing investment earnings, A. & H. pre- 
miums and income from all sources was 
more than $6 billion in the first half of 
this year. 


O.K. $900 Million for Houses 


WASHINGTON—Congress has au- 
thorized the Federal National Mort- 
gage Assn. to commit $900 million for 
construction of defense housing in criti- 
cal areas. Life companies had opposed 
the provision, 





John E. Craigle, Prudential district 
manager at Indianapolis since 1934, has 
retired after 37 years with the com- 
pany. 
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Bohlinger Report Stresses 
‘213, Uniform Accounting 


Tells Legislature of 
Unresolved Differences 
on Expense Limitation 


NEW YORK — Superintendent Boh- 
linger’s views on expense limitation leg- 
islation and on the uniform allocation of 
income and expense get the bulk of the 
attention in the life insurance sections of 
his preliminary report to the legislature, 
released this week. 

Major differences between the depart- 
ment’s and the companies’ viewpoints 
that still remain to be reconciled in con- 
nection with the proposed modification 
of section 213, which deals with ex- 
penses, are “suitable provision for uni- 
form allocation and reporting of income 
and expenses, a penalty provision for wil- 
ful violation of the statute, a suitable 
limit on general agents’ compensation 
and annual accounting controls,” Mr. 
Bohlinger states. 


Technicians Found It Faulty 


general agents’ 
tion was finally drafted after consider- 
able discussion,” the report says, refer- 
ring to what went on before the effort 
to get the companies’ bill enacted at the 


“A limit for compensa- 


1952 session. ‘However, the limit, which 
apparently was the only one available 
within the framework of the proposal, 


was considered by the technicians to be 
faulty. The structure of the proposed 
statute does not permit the adoption of 
a suitable limit because of the need for 
acco nmodating such limit to the dif- 
ferences in size of the companies and 
te their various methods of doing busi- 
ness. 

“For example, the proposed limit is 
considerably in excess of the amounts 
paid by some companies at the present 
time. It is well recognized that com- 
panies compete for the services of gen- 
eral agents. Under the proposal, some of 
the smaller companies would find them- 
selves in the position of being unable, 
by reasons of their limited surplus funds, 
to meet higher offers made by other 
companies with a stronger surplus posi- 
tion. Thus, one of the chief objectives of 
the proposed statute to give relief to 
smaller companies would be defeated.” 
Critical of Proposal 

The report is somewhat critical of the 
proposal drafted by the joint Life Insur- 
ance Assn.-American Life Convention 
comiittee headed by president James A 


McLain of Guardian Life. Evidently 
taking the attitude that the changes 
adopted by the committee in the hope 


of reaching an agreement with the de- 
partment constituted an admission of 
weakness in the bill, Mr. Bohlinger goes 
on to say: 

“As a further indication of the man- 
ner in which the McLain proposal was 
drawn, it may be observed that since 
the time of the Condon committee hear- 
ing in November, 1951, and the last two 
hearings on Feb. 14, 1952, the industry 
committee made no less than 20 changes 
in the proposed bill as a result of discus- 
sions with department technicians. In 
addition, four more changes were incor- 
porated in the bill which the department 
did not have an opportunity to consider.” 


“NOT MINOR” 


Regarding these four additional 
changes Mr. Bohlinger is critical of what 
he terms an attempt to minimize their 
importance by the companies’ description 
of them as being “minor in nature.” He 
quotes from the companies’ letter of 
transmittal: “These changes, which are 
minor in nature, were made with the 
intention of avoiding problems which 
might have arisen in the case of a few 
specific companies. The discussions 

(CONTINUED ON PAGE 20) 








Standard Allocation Rule 
Vital to Fair, Effective 
Regulation, He Declares 


NEW YORK—Legislation providing 
for uniform allocation of income and ex- 
pense is vital to the effective regulation 
of the life insurance business and to 
make sure that all classes of policyhold- 
ers are treated fairly in the matter of 
costs, Superintendent Bohlinger indicates 
in his report to the legislature, released 
this week. 

Such legislation, 
for these reasons: 

1. There is an absence of suitable com- 
parative information on the operating ex- 
penses of life companies, information 
necessary to enable insurance supervis- 
ory officers, policyholders and the public 
to measure the efficiency of the various 
companies licensed in the state. 

2. The insurance law (section 213, 
paragraph 11 and section 221, paragraph 
6) imposes certain responsibilities on the 
insurance superintendent to ascertain 
compliance with the requirement that no 
insurer shall issue any life insurance or 
annuity contract or contract of group 
accident, group health or group accident 
and health insurance which shall not ap- 
pear to be self-supporting. 


he states, is needed 


Lacks Statutory Authority 


3. Under present conditions the insur- 
ance superintendent is without statutory 
authority to prescribe reasonable meth- 
ods by which to obtain suitable cost allo- 
cation information necessary to carry out 
his responsibility to protect the interests 


AeNATIONAL UNDERWRITER 


of the eats. 

A fundamental misapprehension held 
by some people concerning uniform allo- 
cation of expenses, according to Mr. 
Bohlinger, is the belief that it necessarily 
requires all companies to use the same 
cost and accounting methods and me- 
chanical business devices. 

“Nothing could be further from the 
truth,” he declares in his report. “The 
fact is that uniform allocation of ex- 
penses would require only that expenses 
ultimately be classified within the frame- 
work of a common industry-wide plan.” 


No Concerted Demand 


Mr. Bohlinger makes the point that 
despite the increase in detail required by 
the annual statement, there appears to 
have been no concerted action by insur- 
ance departments or others to prescribe 
just what shall be included and reported 
in certain items of income and expenses, 
or what method of allocating expenses 
shall be followed in reporting exhibits. 
This has resulted in the development of 
different methods of allocating and re- 
porting income and expenses by the vari- 
ous life companies. 

“Lack of uniformity in and of itself 
might not be a sufficient reason to re- 
quire life insurers to use some compar- 
able type of reporting,’ he states. “The 
inherent defect in statements which are 
prepared on differing bases, particularly 
with regard to the various methods of 

validating investments, lies in the fact 
that comparisons among companies are 
difficult if not impossible. This means 
that such comparisons, when made, are 
unreliable, uncertain, and frequently mis- 


leading.” 

In this connection Mr. Bohlinger cites 
the report of the Temporary National 
Economic Committee in 1941 in which 
this statement was made: 

“If all financial statements were all 


prepared by life insurance companies the 
ones for gain or loss, perhaps, best illus- 
(CONTINUED ON PAGE 9) 


<The 
COMMONWEALTH 


Commentary 


Doctor, Lawyer, C.L.U. 


Every man growing in his profession realizes he 


must 


achieve certain educational standards in the course of 


his 
school, 


progress. 


the would-be lawyer attends law college, 


The aspiring doctor must go to medical 


the 


chemist works for a degree from a school of science— 
and the life underwriter plans to add a C.L.U. to his 


name. 


For C.L.U., 


signifying that the underwriter is a Char- 


tered Life Underwriter, is a high designation in the life 


insurance industry. 


It means that he has studied hard 


—learning from. the experts, learning from experience, 
and applying all he learns successfully. 


Commonwealth salutes the College of Life Underwriters 
and all its graduates for their outstanding work and 
achievement of full professional status. 


INSURANCE IN FORCE, June Ist, 1952 — $566,441,388 


COMMONWEALTH 
Life Insurance Company 


HOME OFFICE © COUISVILLE, KY. 


The Doorway to Security’ 
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Prudential Plans 
Regional Office 
in Jacksonville 


To Be Fifth New Base 
of Operations in 
Decentralization Program 





NEW ARK—Prudential has acquired 
options on 18 acres of property in Jack 
Fla., with the intention of erect. 
ing a southern home office to serve eight 
states in that region. The site is on the 
south of the Johns river an¢ 
have about 1,100 feet of river frontage. 
It is between the Acosta bridge and the 
new Gilmore street bridge expressway 

Prudential plans to construct a com. 
pletely modern, air-conditioned offic 
building with some 350,000 square feet 
of floor space, which would be one oj 


sonville, 


side 


the larger structures in the area. Be. 
cause of material and other situation 
affecting construction, the compam 


can't make a definite preduction wher 
work will start but hopes that it can 
get under way as early as possible ir 
1953. 


Fifth Regional Office 


The Jacksonville headquarters will b 
the fifth regional home office under Pru. 
dential’s decentralization program, whic! 
began in 1947. Three—the western 
home office in Los Angeles, the Ca: 
nadian head office in Toronto, and the 
southwestern home office in Houston- 
are in full operation. Construction o1 
the fourth, the mid-America home offic 
in Chicago, will begin in August. 

The new southern home office wil 
have complete supervision, within the 
framework of company over-all policy, 
Prudential sales, service and othe: 


over 
activities in Kentucky, Virginia, Ter: 
nessee, North Carolina, South Carolina 


Georgia, Alabama and Florida. 

An architectural firm will be employe: 
to prepare the plans and _ specification 
for the new building, an operation tha 
will require some time. Until this ha 
been accomplished, no sketches or pit 
tures are available. Prudential plans ti 
occupy a substantial part of the neu 
building for its operations, renting the 
balance. 

It is anticipated that the new heat- 
quarters will house for Prudential ap- 


proximately 1,000 men and  womet, 
about 75% of whom will be recruttet 
in the area. As yet, no officer has beet 


chosen to head the sou southern operations 


N. Y. City cm on Agents 
and Brokers Is Doubled 


On July 1 the gross receipts tax i 
New York City was increased to two 
fifths of one percent on brokers ani 
agents, from one-fifth. This applies © 
receipts, no matter where the insuranct 
originates or the subject of the insut 
ance is located. The tax may rest 
in a move from the city by soma , 
the production offices. It already h 
stimulated several investment fra ‘ 
move outside city limits. 

As it applies to insurers, the tax It 
mains at one-fifth of one percent. This 
is on premiums written in New York 
City whether fire, casualty, marine 
life. Premiums are defined as gross tf 
ceipts in the case of insurers, and thej 
fall under the section of the tax [ai 
which was not increased. 

Life, fire and casualty insurers 4 
disputing the city’s contention, | re 
cently put forward, that insurers’ i 
vestment receipts should also be subjet 
to the tax. This issue probably will # 
to court. 
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a . sertion in their platforms. These include bility for providing it. Federal social j 
Committees Named the following declaration on social legis- legislation should provide only a mini- O'Hanlon Reports Opens 
} v lation: | oe . mum layer of protection against thee Two New Offices 
Social Legislation: The search for economic hazards with which it deals . 
5 personal and family security provides and should be designed to encourage O'Hanlon ‘Reports have opened new 
la § @ un wit the strongest incentive to individual ef- individual self-reliance.” offices at Columbus, O., and Louisville. 
fort, ingenuity _and thrift. The pro- Other proposed declarations cover tax Ca, Parr, formerly assistant mana- 
ductive power of the free enterprise syS- reduction, government economy and effi- ger at Detroit, is manager of the new 
’ tem provides the greatest guarantee of ciency, federal-state fiscal policies, labor- office at Columbus, 22 East Gay street, 
‘. ep on individual security, and it will continue management relations, abolition of wage- Serving the southern tier of counties in 
- to do so unless the people are falsely price-rent controls, independence of the Ohio, as well as Kenton and Campbell ° 
led to believe that the objective can be federal reserve system, etc. oe in Kentucky. 
s - wholly obtained by government pro- Villiam T. Eichorn, formerly at Buf- 
se Com, anies Have Policy, grams. When government action is ‘ ig G. Branch of Penn Mutual falo, is manager of the new office at 
: Se. clearly necessary, local and state govern- Life, Montgomery, Ala., recently marked Louisville, serving the rest of Kentucky 
Technical Units; Agents ments should assume primary responsi- his 50th year as a general agent. and southern Indiana. 
gram} Represented on Both 
| e 
e 
acquires) NEW YORK—Conferences bringing | q 
y in Jack. together representatives of the New | > 
n of erect-§ York department, the Condon commit- | _. 
erve eighf tee of the New York legislature, the | — bi 
is on thee life companies, and the agents, looking | 
river anjg toward modernization of the New York | 
frontages’ expense limitation law at the 1953 leg- | 
re and thet islative session have been initiated, the | 
-pressway§ first meeting os been ag ang nd THE de 
ct a comé the New Yor epartment’s New York | , ; ' VW , Yi 
1ed offic City office. Other meetings are sched- | CMCC ll WAM 
quare fee{ yled to be held soon. sis 
be one off Company representation is divide i : 
area. Be§ into two committees, both of which LIFE INSURAN CE COMPAN Y, ST. PA U L, MINNES OTA 
situations jointly represent the Life Insurance | 
compan Assn. of America and the American Life | 
tion wherf Convention, and both of which include | 
lat it calf representation of the agents. | rm 
ossible inf There is a policy committee, headed | extends uts 
by George L. Harrison, chairman of | 
New York Life and president of ELA. | ) 
Then there is a technical committee, ° 
Patines headed by James H. Braddock, actuary ; Yip i , 
vn! a of New York Life, which will seek to CHOC. C Vl Y, LZ WW LOB 
wnt whil implement the broad policies laid down 
westenh oy the policy committee. It is expected 
the Cap that the technical committee will work | to the 
» and th with insurance department actuaries. 
Houston-— Policy Committee Meeting yO 
uction It was the policy committee that met . 5 Vi °f ° 
ine offer lat week with Superintendent Bohl- y CPMIMGSs y (Z 4 WAP MM 
vice wip ‘ager and Paul Bleakley, counsel of the ; 
oth th jomt legislative committee, headed by 
ge li 7 Senator Condon of Yonkers, that has ee 
snd of the revision of section 213 on its agenda. on tts 
a Tenf The insurance people and the New York 
Carolia oficials reviewed various basic princi- 
. ¥ ples as the beginning of a mutual effort 
emplosa @ arrive at a legislative proposal that 
beat will serve the best interests of the 
wi n that public, the life agents, and the com- 
I this haf Panies. Mr. Bohlinger recently indicated 
ne pe pic that agreement on _ basic principles 
1 plans t og —— any attempt to draft ac- We, of Minnesota Mutual, heartily en- their intention to enroll. The Company, 
| - "nt. Besides Chairman Harrison, the_pol- dorse the C.L.U. movement. An inspira- anxious to aid any Minnesota Mutualite 
enting thy. ‘ ° ret: . . . : : 
™ icy ypoores “= W yr J. — tion to all who enroll, the course pro- in this worthwhile aim, pays all fees for 
ew 7 : Fé 4 ‘ 
sinter bem York: pe Hieeevaid. osasiduns vides an incentive to strive for the high those who complete the C.L.U. course. 
_— Northwestern Mutual; Peter M. Fraser, ideals and aims of the life insurance 
- recruited etent ee ee ee profession. We take this opportunity to honor the 
has bel concer L Metesie, exttutive seaie- men of The Minnesota Mutual Life In- 
ns . , : r 
pera tay New York State Assn of Life -Throughout our Minnesota Mutual field surance Company who have completed 
sents Br riness: J *Life: 5 tong el and Home Office staff we have twelve their training and are privileged to bear 
d beck, president United States Life; and Chartered Life Underwriters. A sizeable the title of Chartered Life Underwriter. 
e ene Ny. ene ees kl percentage of our agents have taken one Our congratulations are extended to El- 
ry hy ‘| On the technical committee, besides or more of the required courses and in- bridge P. Bragdon, Henry W. DuBois, 
wo A : ~ < 5 
eon an ee o> ge 7 =", = tend to complete their studies. Their Harvey J. Fry. Charles W. Hackeny, 
> Ss y Met- i 2 7 
applies * Seite, Lites Richard Geet vice- enthusiasm for the American College of George R. Hammerlein, Woodrow Ham- 
the Ta president Massachusetts Mutual; Val- Life Underwriters and its outstanding mons, Alan D. Harmer, Reuben I. Lackey, 
ray restll —ireikagg ag i as et curriculum has interested many of their George W. Link, Arthur S. Mitchell, Ray- 
see Carty; E..M. McConney, president fellow salesmen who have also signified mond O. Schmidt, and Russell H. Pearson. 
cers t} Bakers Life of Iowa; E. J. Moorhead, 
; " | executive vice-president United States 
ne tax re| Life; William J. November, 2nd_vice- - ++. We are proud of these men. 
t. Thi president and associate actuary Equita- b : , ; 
Cent. if lle Society; and H. B. Wickes, vice- On this Silver Anniversary we pause to pay tribute to them 
New, Yor president Security Mutual Life of és 
ine of : y 7 ° . yr. 8 . 
a ef Binghamton, N. Y. and to the American College of Life Underwriters which has F 
,g 
, and the : ‘. . played a large part in shaping their notable careers. } 
e tax kif Social Legislation Planks ; ; 
rers af WASHINGTON—Laurence F. Lee, 
sea ref Mesident of Peninsular Life and Occi- 
cers’ itf ental Life of North Carolina, who is 
"he subje! President of U.S. Chamber of Commerce, 
Ie will gf 2kepared for presentation to a 
. “| tation ion the principa 
eg cereals yo proposed for in- THE MINNESOTA MUTUAL LIFE INSURANCE COMPANY, ST. PAUL 1, MINNESOTA. ORGANIZED 1880 
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DefenseWorker...4775! 


America’s first Defense Work- 
ers were the Committee of 
Safety ...a group of patriots 
who left their normal occupa- 
tions to devote their full time 
to equipping the Revolutionary 
Army. 

Today, their counterparts 
are those |millions of American 
workers who have left their 
regular jobsand re-located their 
homes to work for America’s 
defense. 

Our hats are off to this large 
Army of American Workers— 
America’s modern Committee 
for Safety. 


ONE MAN COMMITTEE OF SAFETY 


Like the Defense|Worker, the 
Mutual Benefit Life counsellor 
is concerned with protection. 
He gives freely of his time so 
that others may enjoy a “‘pro- 
tected future.” 


tae 


The tools he works with make 
an ideal partner. His Anala- 
graph, for example, enables 
him to predict the financial 
future of a client in terms of 
dollar needs. And because he 
has a variety of plans at his 
command, he is able to select 
precisely the right plan. 


THE RIGHT PLAN 
FOR DEFENSE WORKERS 


Many Defense Workers have 
benefited from the counsel of 
a Mutual Benefit Life expert. 
He is able to help them con- 
struct the right plan that takes 
into account their unique re- 
quirements. 

It is no wonder this ‘One 
Man Committee of Safety” is 
a respected member of his com- 
munity. He likes the work he’s 
doing and has the tools to do 
a good job. 


MUTUAL BENEFIT LIFE 


INSURANCE COMPANY © ORGANIZED 


iN 186468 


800 CROADWAY, NEWARK, NEW s8e88Y 
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American RESERVE LiFe 


Raymond F. Low, President 


Harold R. Hutchinson, Exec V. P. 


Frank W. Frensley, Agency V. P. 
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DEAN ACKERMAN AT MDRT MEETING 





Says Tapering-Off Concept in Retiring 
of Workers Is Gaining More Acceptance 


The tapering-off concept in the re- 
tiring of workers as contrasted with 
compulsory retirement at a specified age 
is gaining acceptance, said Dean Lau- 
rence J. Ackerman of the University of 
Connecticut school of business in his 
talk as chairman of the symposium on 
employe benefit plans at the annual 
meeting of the Million Dollar Round 
Table at Bretton Woods. 

“The small business man, and_ the 
professional man, such as the lawyer 
and the doctor, frequently reduce their 
activities as they grow older,” Mr. 
Ackerman pointed out. “Why isn’t that 
good for people in industry, too? For 
example, at age 55 a man would be cut 
down to 90% of his work and salary, 
at age 60 to 80%: at age 65 to 60%, 
so that by age 75 he would be com- 
pletely retired.” 


Wrigley Retirement Plan 


Mr. Ackerman mentioned in this con- 
nection the Wrigley chewing gum com- 
pany’s progressive retirement plan for 
its executives. Everyone over age 65 
must take one additional month leave 
of absence for each year worked over 
65. The longer he works, the larger 
his final pension and the less his annual 
pay. Somewhere between age 65 and 
70 in most cases the pensions would be 
more than the man would earn for the 
reduced working period. 

Mr. Ackerman mentioned the difficulty 
of determining when an employe should 
retire. Labor’s position, he said, seems 
to favor a joint retirement board made 
up of an equal number of employer and 
union representatives, with an impartial 
chairman. This board would have au- 
thority to make exceptions to the nor- 
mal retirement date. 


Determinations Difficult 


“It sounds good,” said Mr.Ackerman, 
“but its administration should be ex- 
tremely difficult. For example, from a 
physical standpoint, how do you meas- 
ure a person’s biological age? There 
is one test in which an abrasion is made 
on the skin. The older you grow, the 
less rapidly the tissue is formed and 
therefore this is some indication of how 
old you are biologically. Another test 
is to count the blood vessels in the eye. 
There are also other tests. But indi- 
vidual parts of the body do not age at 
the same rate. Also, a person’s physical 
age is different from his mental age. 
Sometimes the personality pattern will 
deteriorate more rapidly than the physi- 
cal age.” 

Mr. Ackerman’s observations were 
made on the basis of his study of the 
retirement programs bf 425 industrial 
corporations, having at least 1,500 em- 
ployes each. Mr. Ackerman and _ his 
associated researchers were interested 
in the pension pattern, the type of 
preparation for retirement used by the 
companies, and in the post-retirement 
relationship between the pensioner and 
the company. 

Mr. Ackerman’s feeling is that there 
is a vital distinction between a pension 
plan and a retirement program. The 
former concerns itself merely with the 
economic security of the retiring em- 
ploye while the latter “presupposes a 
security stool with three legs—economic 
security, pre-retirement preparation, and 
post-retirement adjustment.” 


Encouraged by Trend 


“It was encouraging to note the in- 
crease in interest in this three-pronged 
approach to the retirement problem,” 
he said. 

In general, the larger the company, 
the greater the likelihood of its having 
a pension plan, Mr. Ackerman’s research 
disclosed. Companies with an employe 
size less than 5,000 reported only 61% 
with plans while of those with 5,000 to 
10,000 employes, 77% had plans and 


among corporations having more than 
10,000 employes 82% had plans. 

There are several reasons for this, he 
said. Union strategy has been to tackle 
the larger firms and use their plans as 
a pattern in bargaining with smaller 
companies. The large firm is more likely 
to be able to have the resources to take 
care of the costs. Also, larger companies 
are more likely to be the older companies 
in the industry and have more employes 
at or near the retirement age. 

The widely held belief that older em- 
ployes tend to be concentrated in the 
small, service-type industry was found 
to be incorrect. 





Aetna Regionnaires 
Conclude Third Meet 


The recent rise in Aetna rates for 
group disability and surgical benefits 
was attributed to increased hospitaliza- 
tion costs and claims by Cook, 
assistant vice-president, at the final re. 
gional meeting of the Corps of Region- 
naires, top company production club, 
just concluded at Mackinac Island, 
Mich. 

Speaking also at meetings at Lake 
Tahoe, Cal., and Bretton Woods, N. H,, 
Mr. Cook pointed out that the rise in 
claims reflected “a growing tendency 
of the public to take corrective meas- 
ures when disabilities are discovered.” 
He also noted the growing popt- 
larity of group annuities and group life 
with paid-up values, and commented on 
the sales opportunities of major med- 
ical expense coverage. 

Roe A. Maier, assistant superintendent 
of agencies, described estate analysis 
as a combination of estate planning and 
business insurance coupled with con- 
sideration for the impact, of taxes, and 
estate settlement costs. Disdaining the 
notion that estate analysis is com- 
plicated, he urged strong agency sup- 
port for success in estate operations. 

Although pension planning is a spe- 
cialized field, William H. Hiolmes, pen- 
sion trust supervisor, emphasized that 
it was not restricted to specialists. Mr. 
Holmes added that “the key that un- 
locks the gate to the pension field is 
the qualified prospect.” He told the 
Regionnaires a favorable keyman con- 
tact will give them complete control 
while their pension case is under con- 
sideration. 


Emphasizes Proper Mailer 


Charles R. Choquette, assistant life 
advertising manager, emphasized the 
importance of selecting the proper di- 
rect mailer for the right prospect. Care- 
ful selection, Mr. Choquette declared, 
will enable the prospect to relate the 
sales message to his own self-interest 
or family circumstance. 

The three meetings were opened by 
E. H. Snow, assistant superintendent of 
agencies, who introduced charter mem- 
bers of the corps. 

Vice-president Robert B. Coolidge, 
in concluding talks, stressed the impor- 
tance of personal planning and organt- 
zation, and emphasized the importance 
of courage to overcome disappointments 
inherent in the business. 

Speakers at Lake Tahoe included V. 
John Krehbiel, Los Angeles; Ralph 
Carpenter, Fresno; Charles Edwards, 
Gainesville, Tex.; Zed C. Cupples, San 
Diego: J. Denny Nelson, general agent, 
San Francisco, and Joseph T. Butler, 
general agent, Salt Lake City. 

Talks at Bretton Woods were given 
by: B. G. Gillespie, New York City; 
Allan C. Boas, Springfield, Mass. 
Henry J. Metzger, Utica, N. Y.; Rich 
ard T. Hughes, general agent, Syracuse; 
Harry H. Chase, general agent, Pitts- 
burgh. 
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New World Life 
Sale Rumor 
Story False 


In the June 27 edition of THE 
NATIONAL UNDERWRITER mention was 
made of a rumor that efforts were being 
made to purchase control of New World 
Due to a series of mis- 
adventures editorially this reference cre- 
ated entirely false implications and THE 
NATIONAL UNDERWRITER regrets this. 

What .was intended to be said was 
that there had been rumors that efforts 
were being made to acquire control of 
New World, that fanning the flame of 
such rumors was the fact that stock of 
New World which had been trading at 
about $10 per share for a number of 
years, in short order advanced to $15 
and also that there was a change of ad- 
ministration with the veteran, John J. 
Cadigan, being named as chairman, and 
Roy L. McGinnis becoming president, 
but that Commissioner W. A. Sullivan 
of Washington had taken a very posi- 
tive interest in the matter and had 
stated openly that New World Life 
would not be sold and would not be 
moved from Washington. 


Sale Not “Imminent” 


The reference that was contained in 
the June 27 edition was the result of 
a garbled understanding of a phone mes- 
sage within the editorial department, 
and the fact that the additional data was 
not included in clarification of the situ- 
ation was due to the misplacing of type. 

THE NATIONAL UNDERWRITER under- 
stands that any overtures that may 
have been made by Ross Bohannon to 
any of the stockholders came to naught 
and that any indication that sale of the 
New World to him is “imminent” is 
completely without foundation, 

Stock of New World is owned in 
small lots and is scattered throughout 
the world. It is understood that per- 
haps the largest lot in any single own- 
ership is only about 8,000. 

Mr. McGinnis is a younger generation 
executive who is tackling his new op- 
portunities with great zest and skill. 

On March 7 of this year a statement 
was signed by all the officers and direc- 
tors of New World Life, reading: 


Calls Rumors Wholly False 


“Every strong, growing life insurance 
company, especially one like the New 
World Life, with a large capital and 
surplus, becomes a tempting prize to 
those who would like to acquire it. Ac- 
cordingly, from time to time, every such 
company is approached with proposals 
for its purchase. 

“Of late, rumors have reached your 
executive officers and directors that 
your New World Life Insurance Com- 
pany might be considering some such 
tempting offer for the purchase of its 
business and assets. 

“These rumors are wholly false. The 
New World Life has never at any time 
been for sale, nor have we ever con- 
sidered the idea of selling it. We have 
every reason to believe that our stock- 
holders and our policyholders are alike 
satisfied with their investment and their 
Protection, and that they agree with us 
that we should not at any time consider 
any proposal to purchase it, no matter 
how flattering such an offer might be. 


Will Reject All Proposals 


“Accordingly, in the future as in the 
Past, we shall reject every such pro- 
posal. We consider that the assets of 
the New World Life are a sacred trust, 
to be guarded and protected at all times 
lor the benefit of our policyholders. 

‘Therefore, if any rumor reaches you 
at any time that your company may be 
sold or otherwise disposed of, you are 
authorized and urged to deny such a 
tumor as wholly unfounded. Your off- 
cers and directors have the greatest 
confiderice in the future of the New 
World Life, and are determined, with 
your cooperation, to do everything in 


their power to increase, even beyond the 
limits of the present healthy growth, the 
usefulness and extent of the business 


of the New World Life.” 





Gibraltar Life has named L. Conway 
Nowlan general agent at Grand Junc- 
tion, Colo. He has been in the real 
estate and insurance business there 
since 1926. 


San Antonio C.L.U. Elects 

New officers of the San Antonio 
C.L.U. are Warren Hewitt, general 
agent of Northwestern National, presi- 
dent; Harper Bass, general agent Mas- 
sachusetts Mutual, vice-president, and 
J. L. Thorngren, manager Bankers Life 
of Iowa, secretary. 





Paid volume through June for the 
Ramsey agency of Connecticut Mutual 


Life at Chicago was 121% over the first 
six months of 1951. 
first place in company ranks for gain 
this year. 


The agency is in 





“National” Bill Approved 


WASHINGTON—President Truman 


has signed the bill to allow use of the 
word “national” in the names of certain _ 
insurance or indemnity companies. 





When is a man lite insurance poor ¢ 





A NORTHWESTERN MUTUAL PoLicyHoLDER. Mr. Adams bought his first life insurance with 
this company 24 years ago while working as an accountant for the firm he now heads. Today 
he owns thirteen Northwestern Mutual policies. 


A message of interest for 


everyone who owns life insurance 
by KENNETH S. ADAMS 


Chairman of the Board 
Phillips Petroleum Company 


‘Cane you hear a man say 
that he is ‘life insurance poor.’ 

“To feel this way at times is under- 
standable. There will always be many 
ways of spending money, and some 
that seem more enjoyable than others. 

‘Usually, though, our sense of true 
values sooner or later tells us that the 
payment of life insurance premiums 
is, in reality, saving. And the man who 
may say he is ‘life insurance poor’ is 
likely in the next breath to tell you 
with pride how well he has provided 
for the security of his family, as well 
as for his own retirement. 

“Actually the only way to be ‘life 
insurance poor’ is not to have enough. 
And that is a ‘poverty’ that can hurt. 

**How much is enough? The answer 
comes with a square, clear look at 
our individual needs and circum- 
stances. For myself, I have always 
found that right here is where an ex- 
perienced life insurance agent can be 
of particular assistance.” 


* 


TO THOSE WHO SEEK A WELL-PAID 
SATISFYING OCCUPATION— 


Readers of these messages sometimes ask 
about the possibilities of a sales connec- 
tion with this company. Opportunities do 
open up for qualified men and women. 
The Northwestern Mutual is one of the 
6 largest life insurance companies. It has 
a reputation for offering significant advan- 
tages to policyholders, including low net 
cost. Its agent-training program is unex- 
celled. It accepts new business only through 
its own agents. For these and other rea- 
sons it is known as‘ The Career Company.” 
If you would like to know more about 
the advantages of asales career with North- 
western Mutual, we invite you to write the 
Agency Department in Milwaukee. 


KARSH, OTTAWA 


The NORTHWESTERN MUTUAL 2 Lesurance Company 


MILWAUKEE, 


Wisconsin 





APPEARING IN: NEWSWEEK, JULY 28; TIME, AUGUST 11 
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You can’t find a better, more complete line of self-income 


contracts than Berkshire’s three profitable “best seller’ 


groups. Here, you have everything to satisfy even your most 


demanding clients’ desires for assured income in the future! 





ANNU | 


¥ 

















BROKERS AND SURPLUS WRITERS are invited to write 
to the nearest Berkshire General Agent for FREE copies of both 
the handy pocket-size. Merchandise Chart and Portfolio which 


outline the many unusual sales opportunities, * * x 











Assets over $47,000,000 e Insurance in Force over $215,000,000 


, 





FAMILY SECURITY AND YOU. 


Insurance men well know that a family living from hand to 
mouth has no present or future security. What applies to other 
families, applies to your own family as well. If you want a secure 
future, you have to plan it that way and then work your plan. 

Your future’s bright if you earn enough to put some away — if 
your renewals are guaranteed under ‘any and all conditions — 
if you have a pension plan that helps you establish future security. 


Western Life offers all these incentives as well as policy forms 
and riders that enable you to do a professional job of under- 
writing. A few openings for General Agents are now available. 
Write, wire, or phone us today. j 


R. B. RICHARDSON, Pres. 


SSB Revises 
‘Group Control 


| WASHINGTON — Revising its gen- 
}eral salary regulation No. 8, the salary 
stabilization board conforms its policy 
with that of the wage stabilization board 
in handling certain health and welfare 
|plans. Under the revised SSB order 
'health and welfare plans which cover 
|only employes subject to SSB jurisdic- 
tion may be put into effect without ap- 
proval under the following conditions: 
1. The plan must cover at least a 
majority of employes subject to SSB 
| jurisdiction and may not discriminate in 
'favor of officers, shareholders, supervis- 
|ors or other high-salaried employes. 
| 2. Benefits under the plan must be 
/consistent with prevailing practice and 
| must not provide for any payment, dis- 
tribution or loan value with regard to 
| life insurance benefits prior to death or 
|total and permanent disability of the 
{employe or his retirement or termina- 
| tion of employment. 

An SSB statement says: 

The revised regulation eliminates the 
requirement that employes must con- 
tribute 50% of the premium payments 
for any benefits for their dependents 
| and provides that hospital, surgical and 
| in-hospital expense benefits may be ex- 
; tended to employe dependents without 





an employe being required to pay a por-: 


tion of the premium payment for such 
benefits for his dependents. 

The regulation now incorporates a re- 
| quirement, which corresponds to the 
general practice with regard to the is- 
suance of group life insurance policies, 
that the group covered by such a policy 
under a group life insurance plan must 
comprise at least 25 employes. 


L.LA.M.A. Grad 
| Seminar Launched 


Men who have built the largest and 
| most successful ordinary agencies in the 
| United States and Canada are attend- 
ing LIAMA’s graduate seminar July 
14-18 prepared to tell how they did it 
and to find out what their competitors 
are doing about today’s problems. 

There will be 50 managers and gen- 
eral agents arriving at Chicago’s Edge- 
water Beach Hotel armed with statistics 
concerning their agencies’ manpower, 
production and company rank. The 
association staff has also asked them 
to bring their agency plan books and 
bulletins and at least one outstanding 
management idea that has been suc- 
cessfully tested. 

The program for the seminar was 
arranged like a regular school in agency 
management, with class hours devoted 
to the many areas of the manager’s job. 
Members of the class, all graduates of 
regular L.I.A.M.A. schools and some 
of previous graduate schools, will par- 
ticipate in conducting the hours along 
with the association staff. 


Schedule of Speakers 


Opening day discussion will concen- 
trate on management planning, includ- 
ing the setting up of long-range ob- 
jectives and the financial side of the 
agency operation. H. Fred Monley, di- 
rector of schools, will open the seminar 
and other speakers will include: Charles 
J. Zimmerman, managing director; 
Robert B. Pitcher, general agent John 
Hancock, Boston; Laurence S. Morri- 
son, research consultant; B. Carl Whar- 
ton, general agent Fidelity Mutual, 
Harrisburg; W. Watson House, general 
agent New England Mutual, Hartford. 

Tuesday’s talks will begin with Troy 
M. Ziglar, manager Prudential, Pasa- 
dena, presenting his recruiting program 
for building an agency from scratch. 
Vernon W. Holleman, manager Home 
Life, Washington, and David S. Kamp, 














LEE CANNON, Agency V. P. 
| 
| 





Write or wire: Western Life, Western Life Bldg., Helena, Montana | 


general agent New England Mutual, 
San Francisco, will describe their se- 
lection procedures. In the afternoon, 
Brice F. McEuen, senior consultant, 
will head a panel on how to answer 


current objections to the life insurance 
career. S. Rains Wallace, Jr., director 
of research, will tell the class the re. 
sults of the latest research in the re- 
cruiting and selection of new manpower, 
Dr. Wallace on Wednesday is ex- 
pected to report on research in the 
areas of supervision and training. Harry 
J. Syphus, general agent Beneficial Life, 
Salt Lake City, will demonstrate how 
he sells the life insurance career to 
highly desirable, top grade prospective 
recruits. A panel on the early develop- 
ment of new agents will have as chair- 
man Herbert W. Florer, general agent 
Aetna Life, Boston. Participants will 
include: Richard P. Koehn, manager 
New York Life, Memphis; Hugh Mac- 
Gregor, manager Crown Life, Mon- 
treal; Henry W. Persons, manager Mu- 
tual Life of New York, Chicago; E, 
Leo Smith, general agent Massachu- 
setts Mutual, Indianapolis; Robert E, 
Wilkins, manager Prudential, Hartford, 
Thursday, Frederic M. Peirce, asso- 
ciate director company relations, will 
direct a panel on supervision, contribu- 
tors to include: Oliver R. Aspegren, 
Jr., general agent Ohio National, Chit 
cago; Arthur P. Johnson, manager 
Great-West Life, Detroit; L. W. 
Spickard, manager Bankers Life of 
Iowa, Milwaukee; Ray H. Wertz, 
manager Reliance Life, Detroit. An- 
other panel chosen from the class and 
headed by Lewis W. S. Chapman, di- 
rector of company relations, will con- 
sider ideas that motivate the agent who 
is on a plateau of production. Ferrell 
M. Bean, general agent John Hancock, 
Chicago, will outline the whole pattern 
of supervision in his large agency, and 
Kenneth L. Anderson, senior consultant, 
will address the class of leadership. 





Occidental of California has named 
Robert G. Yturria assistant brokerage 
manager at Grand Rapids, Mich. He 
entered the business with New York 
Life there in 1949. 








Liberal Commissions 
Organization Allowance 
Office Allowance 
Persistency Bonuses 

H. O. Training Schools 


Production Club Conventions 





Regional Meetings 
Prize Winning Sales Aids 
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WRITE H. S. MeCONACHIE, Vice Pres. 
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Pays Service Fees 
Lincoln National 


An increase in agents’ compensation 
and plans for a new modified life policy 
to be issued this fall were announced 
at the Lincoln National Life conven- 
tions, the last of which was _ held 
at Washington. Between 300 and 400, 
including wives, attended each of the 
three conventions. 

Previous sessions had been held at 
Mackinac Island and Lake Tahoe, Cal. 

The increase in compensation was an- 
nounced by Cecil F. Cross, vice-presi- 
dent and director of agencies. On new 
ordinary business dated on and after 
January 1, 1952, produced by active, 
full-time agents who qualify, service 
fees will be paid on the second and 
third year’s premiums and on the 11th 
and subsequent premiums. These serv- 
ice fees are in addition to the commis- 
sion On present contracts. 


Modified Life Described 


The company’s contemplated modi- 
fied life policy was described at the 
Washington meeting by Samuel P. 
Adams, associate actuary. The new 
policy, which the company plans to 
start issuing early this fall, will be a 
low net cost modified whole life par- 
ticipating contract. The first dividend 
will be payable at the end of two 
years and it is expected that there will 
be very little change in the effective 
premium paid by the insured in the 
third policy year if he elects to apply 
the dividend to pay premiums. The new 
contract will provide the same cover- 
age as an ordinary life policy and will 
be offered only to standard risks. The 
new policy will be issued at ages 10 to 
60 inclusive, female risks will be eligi- 
ble, and the minimum and maximum 
amounts of coverage will be $10,000 and 
$100,000, respectively. Waiver of pre- 
mium, income disability, and double in- 
demnity will be available, and the vari- 
ous term riders—Supplemental Term, 
Family Income, and Family Protection 
—may be added. A. & H. may also be 
written with the contracts. 

A special breakfast was held for 
agents attending their first LNL con- 
vention, 


1952 Fact Book 
Reflects Fast Growth 


The newly assembled 1952 Life In- 
surance Fact book of Institute of Life 
Insurance reflects the growth of the 
business in the last decade. Last year’s 
sales of life insurance of $29 billion 
were nearly three times the sales in 
1940. Total ownership of life insurance 
was $253,100,000,000 at the start of the 
year, twice the 1942 figure and a 10-fold 
tise since 1917. Included in the total is 
Nearly $10 billion extra risk insurance 
under nearly 5 million policies on per- 
sons in impaired health or in hazardous 
occupations. 

It was shown that in addition to life 
insurance protection,, Americans have 
now nearly 4 million annuity contracts. 

There were six states in life sales last 
year amounted to more than $1 billion. 
They are California, Illinois, New York, 
Ohio, Pennsylvania and Texas. 


Benefit Payments Boom 





Benefit payments during 1951 almost 
reached the 4 billion mark, an increase 
of 58% in the past 10 years and five 
times the 1921 total. : 

The great increase in recent years in 
proceeds used to set up income plans 
is shown by the $690 million in benefit 
Payments set aside in 1951 for income 
use, bringing to $5,700,000,000 at year- 
end the total funds accumulated for this 
purpose. The uses of life insurance for 
this purpose was negligible 30 years 
ago. 

Group life insurance now totals $58,- 
057,000,000 on 31 million persons under 
73,000 master contracts. This total is 
More than three times the amount 


owned 10 vears ago, 38 times the 1921 

figure. 

“Last year women bought $4,500,- 

000,000 in new life insurance and in the 

past five years more than $15 billion. 
There is $18 billion now outstanding 

on the lives of children under 15 years 


employed full time in the life insurance 
business. 

Total assets held by all U. S. com- 
panies amounted to $68,292,000,000 at 
the start of the vear and have been in- 
creasing in about the same proportion 
as tota! insurance in force. 


tual Life, vice-president, and Asa W. 
Fuller, manager Lincoln Income Life, 
secretary-treasurer. 


Manufacturers Life has appointed 
Arthur I. Smith agency assistant at 
Newark. 





of age. 
The book reports a present total of 
684 life insurance companies, one in 





8 John A. Bowdish has been named 
Louisville Planners Elect supervisor of the James Reinhart agency 
every state except Wyoming. It states Louisville Estate Planners have elect- of Bankers of Iowa at Wichita. 
that the number of companies has in- ed Bart A. Brown, Citizens Fidelity 
creased 50% since the end_of the recent Bank & Trust Co., president; W. ‘Ray Occidental of California 
war and there are about 345,500 persons Moss, general agent Connecticut Mu- licensed in New Hampshire. 





has been 























He grows a life row a patch of earth 


Thousands of little pieces of earth... each with a man 
plowing, a woman helping, and kids growing. Add them 
up, and that was America. And it still is. 


He’Lt stanp there after the day’s work, tired and hot and 
muddy from head to foot. And he'll tell you: 

“There isn’t a job in New York City I’d swap for this.” 
Then he’ll look off across his fields, wondering if you, or 


‘ : Today you'll find machines puffing through the harder 
any city man, can ever understand what he’s trying to say. 


jobs. Maybe you'll see a television set in the sitting room, 
and a dishwashing machine in the kitchen where there 
used to be a pump. But the farmer is still a man who'll look 
over his fields in a certain quiet way, wondering if he 

can ever tell a city man about the feeling in his heart. 


The chances are you understand. 

There’s a feeling comes to a man looking at his farm. 

Here is his little piece of the world, and his chance to make 
something of it. Everything a man can get out of life is 
somewhere in that patch of earth. There’s food and drink 
in it, clothing and houses, books and fiddles, and college for 
the kids. Whether it’s fifty acres or ten thousand, all the 
makings are there, and what you get out of it is up to you. 


Maybe he doesn’t need to. Maybe the city man knows. 

For in this country we are all keepers of fields, all planters 
and growers. It doesn’t matter whether our soil is a 

factory, an office or a store. Each of us has his piece of 

the world, and we can look at it at the day’s end and say 
with pride: “I cleared it. 1 plowed it. I seeded it. The harvest 
is mine. That’s my farm, from which I grew a life.” 


You like that feeling, if you're a born farmer. 

In the early days, a farmer had only his two hands to work 
his patch of earth. With them he cleared and built, 

plowed and seeded and reaped. His wife spun and wove, 
cooked and preserved. When the children were 

old enough, they’d add their young muscles 

to the work. Later if things went well, (ie sloniteg wire LIFE INSURANCE COMPANY 
there'd be a horse, or maybe a team, BOSTON, MASSACHUSETTS 

to help them make a life from the soil. y 
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8 _HeNATIONAL UNDERWRITER 
NALU- LIA- ALC Henry Smith, 2nd vice-president Equit- the board could not function. s 
able Society. Just how much it would function in 
G Cc e The A.L.C. committee is headed by any event remains to be seen. The new 
Henry S. Beers, vice-president of Aetna law allowed a month for the old wage 
roup ommittee Life. board to wind up its affairs. When it 


Meeting This Week sai 
NEW YORK—tThe first conference Wage Stabilizers 


of the special group insurance commit- 
tees of the National Assn. of Life Un- All Confused 


derwriters, Life Insurance Assn. of 


goes out its various orders and regula- 
tions regarding pensions, health and 
welfare plans, etc., could be continued 
in effect by executive order, it is be- 
lieved, or could be adopted, amended or 
repealed by the proposed new wage 
board. Meanwhile, such regulations re- 


America and American Life Convention WASHINGTON — Prospects of main effective. ‘ 
is taking place here Friday of this wage and salary stabilization under the Wage and salary board regulations 
extended defense production act interest will die with the extended defense pro- 


week at the office of L.I.A x ; 
The committees were appointed at life insurance industry 


representatives, duction law. Restrictions and _ limita- 


the suggestion of N.A.L.U. to confer as well as many other segments o of the tions upon changes in pensions, wages, 


to group insurance problems. N.A.L.U.’s economy, in connection with pensions, 


committee, membership of which was 
previously reported, is headed by David earnings, and other matters. | 
B. Fluegelman, Northwestern Mutual, The present wage board, for example, 


hours of work and conditions of em- 


health and welfare plans, commission ployment, group insurance for employes, 


health and welfare plans, commission 
earnings increases, etc., will be “out 


New York City, N.A.L.U. vice-presi- goes out under the new law in about the window.’ 


dent. a month, but the law authorizes a new 
Besides C. Manton Eddy, vice-presi- board to be composed of equal numbers 
dent and secretary of Connecticut Gen- of members representing the public, in- 
eral Life, whose appointment as chair- dustry and labor, respectively. The 
man was reported in last week’s issue, number of persons on said board to be 
the L.I.A. committee consists of Charles determined by the President, by execu- 
G. Dougherty, 2nd vice-president Metro- tive order, and his appointees to be sub- 
politan Life; Vincent B. Coffin, senior ject to Senate confirmation. ; 
vice-president Connecticut Mutual Life; The new law’s life ends next April 
Dwight Brooke, vice-president and gen- and the status of board nominees un- 
eral counsel Bankers Life of Iowa; confirmed by the Senate would be un- 
Clarence H. Tookey, actuarial vice- certain during the first third of 1953. If 
president Occidental of California, J. appointments are rejected by the Senate 








U.S. LIFE... 


A Better Life to Live! 


Where else on earth does the workman operate so 
many and such ingenious machines to help him earn 
the highest income in the world’s history? And where 
else is he able to buy so many things to make life 
comfortable and happy? 

With only \%5 of the world’s population, we pro- 
duce about '% of the world’s goods and services ... 
work shorter hours, get more pay . . . and have the 
highest standard of living known. 

It didn’t just happen ... there’s a reason for it... 
it’s the Miracle of the American Economic System. 


* x * 


The role of American insurance agents is to help 
insure protection of every person’s lifetime interest in 
America ... to insure the life for the family .. . to insure 
the earning-power for the working years. 

United States Life policy plans are complete. Inter- 
ested agents should see them. Also ask for details on 
the unusually salable Quality Disability Plan. 


The 


United States Life 
INSURANCE COMPANY 


in the City of New York 
f(A 








84 William Street, 
New York 38, N. Y. 





Meanwhile, all is “confusion worse 
confounded” at the wage and_ salary 
boards. The wage board meets this 
week to deal with the situation. 


All-Industry Insurance 
Library at S. M. U. Planned. 


DALLAS—Establishment of an all- 
industry insurance library at the South- 
western Legal Foundation on the cam- 
pus of Southern Methodist University 
merely awaits a few formalities that are 
“already cut and dried,” it became known 
following a series of conferences called 
by Will C. Thompson, Dallas insurance 
| attorney. 
| While the project is sponsored by 
| the foundation, it is expected to re- 
| ceive the approval of American Bar 

Assn. and formal endorsement of its 
| insurance section. According to present 
| plans, it is to be designated the “Insur- 
| ance Law Center,” but Mr. Thompson 
| and his associates have broadened their 
| objectives so as to make it an all-indus- 
| try reference library as well as the focal 
| point for educational courses, seminars 
| and special lectures for all branches of 
| the business. 
| Formal approval of the plan is ex- 
| pected at the A.B.A. annual meeting 
at San Francisco the week of Sept. 15. 
| Robert G. Storey, nominee for A.B.A. 

president, is dean of the S.M.U. law 
| school and has taken a leading part in 
| setting up the project. It has the ap- 

proval of H. S. Don Carlos, Travelers, 
| A.B.A. educational chairman, 





New York Life 
Totals Group Score 


New York Life in its first 12 months 
in the group business underwrote 3 
new group policies insuring 72,000 for 
group life and group A. & H. The con. 
tracts resulted in an aggregate annual 
premium of $6,000,000. The volume of 
group life totaled $195,994,000. Group 
benefits paid by the company on a 
monthly basis reached a total of $225,000 
during May. 

In a report presented by Wendell 
Milliman, vice-president in charge of 
group, to President Devereux C. 
Josephs on July 1, it was pointed out 
that, in addition to new business re. 
sults, 33 new group offices were opened 
in the United States and Canada. A 
staff of 97 group field men, all on sal- 
ary, was developed during the year 
period, the report continued. Of these, 
54 are experienced group men and the 
balance are new men in training. Pres- 
ent plans call for the opening of three 
additional offices in the near future. 

The home office group department 
now totals 152 employes, the report 
stated, and is organized to handle the 
drafting and underwriting of group con- 
tracts and the sale and administration of 
group business. 


Canadian Superintendents 
Meet in Ont., Not P.E.I. 


The place of the annual meeting of 
Assn. of Superintendents of Insurance of 
the Provinces of Canada has_ been 
changed to Royal York hotel at Toronto. 
The period of the convention is Sept. 
29-Oct. 3. It had been scheduled for 
Charlottetown, Prince Edward Island. 

There will be public sessions Sept. 
29-Oct. 1 while Oct. 2-3 will be taken 
up with executive sessions. Tentatively 
the program calls for an address of 
welcome the morning of Sept. 29 fol- 
lowed. by the presidential address by 
Commissioner Whitehead of Ontario, 
and then the consideration of reports 
of the committees on valuation of securi- 
ties, and annual statement blanks of 
which Lafrance of Quebec is chairman; 
life insurance legislation, MacLatchy, 
New Brunswick, chairman and accident 
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EASONED with the “salt” of experi- 
ence and the “pepper” of quick, 
helpful action, Indianapolis Life serv- 
ices are to the taste of good agents. 
You'll like our agency point-of-view, 
our home-office cooperation . . . and 
our ability to know agents personally. 
This friendly, cooperative spirit makes 
agents feel it’s the kind of company 
they’re proud to represent . . . proud to 
work for. Excellent opportunities lie 
ahead at Indianapolis Life for men 
who wish successful careers as life 
underwriters. 


NDIANAPOLIS LIF 


INSURANCE COMPANY 
Mutual—Established 1905 


INDIANAPOLIS 7, INDIANA 


| AGENCY OPPORTUNITIES IN Illinois, Indiana, lowa, Ohio, Michigan, Minnesota, Texas 
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and sickness legislation, MacPhee, AI- 
berta, chairman. 

The next morning there is to be taken 
up the licensing and regulation of 
agents under the direction of Lafrance 
and the subjects up are insurance law re- 
vision and automobile insurance legisla- 
tion with Whitehead as chairman, and 
automobile assigned risk plan with Tay- 
lor of Victoria as chairman. 


Standard Allocation 
Rule Called Vital 


(CONTINUED FROM PAGE 2) 








trate the widely varying opinions held 
as to life insurance accounting presenta- 


tion. Therefore, comparisons of the 
statement as between companies are 
likely to be misleading because of the 


lack of uniformity in the items contained 
in the various asain in the ex- 
hibit.”’ 

While one of the aims in "framing the 
revised annual statement blank was the 
standardization of accounts, Mr. Boh- 
linger says that nevertheless the new 
form of blank, although accompanied by 
an instruction sheet specifying the na- 
ture of certain items required to be re- 
ported in certain lines of the statement, 
does not attempt to classify items as to 
the manner in which they shall be allo- 
cated to various lines of business. 


Federal Tax Example 


“For example, disbursements for fed- 
eral income taxes are reported by some 
companies as an insurance operations 
expense, while others report the same 
item as an investment expense and still 
others report it as a charge against the 
surplus account,” he points out. “The 
result of this variation in methods pro- 
duces the different incidence in the allo- 
cation of expense to the various lines of 
business a company may write. 

“Similarly, the blank permits the cost 
of furniture and fixtures to be treated 
as an insurance operations expense, or 
as a charge against surplus. Other items 
of expense, such as branch office and 
agency expenses, must be reported in 
a specified line in the annual report. 
However, there is no requirement as to 
the basis for distribution of this expense 
as between lines of business. As a result 
there is no uniformity as to the manner 
in which distribution is made by the 
companies. Some companies make the 
distribution on a basis of first-year pre- 
miums on new policies, while others use 
total premium income as the basis. Other 
companies distribute to their expenses 
on a combination of methods. 


“Free Ride” Loading Opposed 


“There is a marked absence of any pro- 
vision for the allocation of branch office 
and agency expenses as between first- 
year acquisition expenses and renewal 
costs. Similar observations apply to 
home office salaries, rent and other items 
of expense incurred by the life insurance 
companies.” 

Mr. Bohlinger stresses particularly the 
need of proper cost allocation as a deter- 
rent to giving one class of business a 
free ride at the expense of another. 

“It has been found time and again that 
companies have loaded the expenses of 
one branch of the business on another in 
order to suit the convenience of the 
company, either for competitive reasons 
or for purposes of simulating compliance 
with the expense limitations prescribed 
in section 213,” Mr. Bohlinger states. 
“This has resulted in serious distortions 
of the resuults of operation on various 
lines of business as reported i in sworn an- 
nual statements, all of which affect equi- 
ties as between various classes of policy- 
holders. This is true because any over- 
Statement or understatement of expense, 
as the case may be, will be reflected in the 
cost of insurance to policyholders in the 
Various classes. It becomes apparent that 
if expenses are unduly weighted against 
4 particular class of business, policyhold- 
ets in that group will be adversely af- 
fected, and conversely, some other class 
will derive an undue advantage, either 


in the premium rate structure or through 
the medium of dividends. 

“For example, the group business in a 
particular instance was found to have 
been favored at the expense of the or- 
dinary business by reason of faulty allo- 
cations of expenses. This enabled the 
company to obtain a competitive advan- 
tage in the group field. Companies have 
also loaded the expenses of the ordinary 
department on the accident and health 
branch of the business in order to keep 
within the expense limitations prescribed 
for ordinary life insurance.” 

Mr. Bohlinger said it is obviously not 
in the public interest to permit any situ- 
ation to continue which might result in 
undue distortion of results of operations 
affecting various classes of policyholders 
but that equity requires that each class 
be self-supporting and that no class be 
favored at the expense of another. 

“Under present conditions the super- 
intendent is without adequate basic in- 
formation with which this essential re- 
sponsibility may be carried out properly,” 
he declares. 

Mr. Bohlinger feels that once the life 
companies get over their initial distaste 
for uniform allocation of income and ex- 
pense they would not find its require- 
ments were not so onerous. 

Referring to the uniform accounting 


experience in the fire insurance business, 
Mr. Bohlinger states: 
“Many company officials, originally op- 
posed to uniform accounting now see the 
(CONTINUED ON PAGE 20) 


Thomas I. Parkinson, president of 
Equitable Society and a trustee of Co- 
lumbia University, has been named 
chairman for three years of the recon- 
stituted advisory board of Columbia's 
Institute for Urban Land Use and 
Housing Studies. Mr. Parkinson was 
formerly a professor and acting dean 
at the Columbia law school. 





STEWART A. CUSHMAN, man- 
ager of the life and A. & H. "depart- 
ment of the Bartholomay & Clarkson 
agency, Chicago, died while at lunch 
with a friend at the University Club 
Monday. His age was 57. He had been 
the life manager of Bartholomay & 
Clarkson since 1933 and previously had 
been with Travelers and the Moore, 
Case agency of Chicago. 





Elmer Cook, with Metropolitan at St. 
honored at a 
his 


Louis since 1910, was 
retirement luncheon that 
42 years with the company. 


marked 
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Head table trio at 
luncheon during 
N.A.LC. convention 
at Chicago: Frank 
Sullivan of Kansas, 
outgoing president; 
R. E. Dineen, vice- 
president Northwest- 
ern Mutual Life, 
luncheon speaker, 
and D. D. Murphy, 
South Carolina, new 
N.A.1L.C. vice - presi- 
dent. 
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For the doctor, lawyer or any prospect 
who must provide his own old-age income, 
the LNL man likes to prescribe our 5-Star 


Annuity. 


benefits. 


and other riders 


The 


Optional maturity dates enable the pol- 
icyholder to begin his income early or late 
—any time from age 50 to 70. This low 
net cost, participating policy provides life 
insurance protection in addition to annuity 
Joint and last survivor options 
are right in this flexible contract. What’s 
more, family income, family protection 


of premium, disability income and double 
indemnity are available. 


This attractive 5-Star Annuity is an- 
other reason for our proud claim that 
LNL ts geared to help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, 


Its Name Indicates Its Character 
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PERSONAL SIDE OF THE BUSINESS — 





Life Companies Don't Set Retirement Age 


It is an interesting observation that 
in former years those persons inclined to 
devote more attention to other people’s 
business than to their own—people who 
might be classified under the loose term 
of social reformers or do-gooders, used 
to criticize employers for working old 
men to death. These people urged the 
establishment pensions that would 
permit retirement. In recent years busi- 
ness and industry have spent billions of 
dollars to establish pension systems. 
Now the criticism is that employers are 
pushing people out at 65 and not letting 
them work. The social reformers now 
urge that 65 does not measure the pro- 
ductivity of a man. 

There is a growing tendency to criti- 
cize employers and life companies for 
establishing the cut-off at an arbitrary 
‘figure like 65 when that is only an ac- 
tuarial or mathematical measure which 
admittedly does not reflect the condition 
of the individual's liver. 

The fact that the principal problem in 
pensions consists of accumulating money 
makes the selection of a cut-off time an 
essential part of any such program. The 
age 65 is a factor. Like an eclipse of the 
sun, not everyone is going to be ready 
to watch it, and some are going to be 
more than ready to watch it at the exact 
Or a train schedule: A 
early, a few 


of 


time it appears. 
to be there 
going to be there too late. 

The life insurers don’t set the sched- 
ule. They take time that is satisfactory 
to the most people, including those who 
or all of the 


few are going 


are 


accumulating most 
money for the pensions, and hook their 
calculations to it. The age can be 60, 
but the pension will be less, or it can be 
70, but the pensioner will have fewer 
years on the other side to enjoy his in- 
come. The age 65 reflects economic fac- 
tors as well as physical and psychological 
characteristics. 


are 


If retirement were put on some other 
such as the condition of the indi- 
vidual’s organs, who is going to make 
the final decision on exactly when he 
will retire? To a slight degree, euthana- 
sia poses the same problem. 

tendency, in a discretionary re- 
tirement plan, is to retire the rank and 
file and not the important post-holders. 
When it is up to the decision of an in- 
dividual, it is both difficult for the 
individual making the decision and the 
individual on whom he makes it. 

There are other considerations beyond 
those of the individual, anyway. The ef- 
fect on business must be considered, 
since it is out of the business that the 
pensions are accumulated, either by the 
employer alone or by the employer and 


basis, 


The 
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The superannuation of person- 
down a business and may 
put it in jeopardy. It makes it difficult 
to attract talented young personnel be- 
slow. 


employe. 
nel will slow 


cause advancements are 

All cut-off ages would be arbitrary 
some Any amount selected by 
cial security which it is permissible 
under that scheme to 
ceive from employment after 65, is arbi- 
trary. This is as arbitrary at $50 as it is 
at $16.10. 

Another criticism of pensions is that 
they tend to freeze the labor force 
the country, to a certain extent at all 
levels, but particularly at the lower in- 
If an employe moves, 
It is not par- 


for 
one. so- 
for 


a_ beneficiary re- 


of 


come levels. he 
loses his pension benefits. 
ticularly desirable to freeze employes in 
employment. There 
which to some extent overcome this diffi- 
culty. For example, one life insurer vests 
an employe with his interest in his pen- 
sion after he has been with the company 
10 years and reached a certain age. Even 
if he is fired or goes to work for some 
one else, he is credited with his pension 
rights up to point of severance. When 
he reaches 65 he is paid the pension. 
Rumblings of discontent with 
or any other arbitrary age cut-off point 
thus far only in the 
But they could become a 


are plans in force 


age 65 


are distant-drum 
stage. serious 
matter. The main concern of the life in- 
surance business in this, besides 
ing good pensions at reasonable 
to make sure that its role is not misun- 
derstood by the public and particularly 
by those who will be forced out against 
their will and can be counted on to be 
highly articulate about it. 

The life companies could well 
warned by the example of the casualty 
insurance business in its current blood- 
letting caused automobile claims. 
The motoring public is prone to blame 
the insurance companies for the terrific 
rates that they must pay for automobile 
liability coverage, even though the rates 
are far from adequate and in any event 
are merely a reflection of the cost the 
motoring the way it 
The casualty compa- 
nies need higher premiums and loud will 
be the screams against them from the 
public, unwilling or unable to understand 
that conditions, not the insurance 
panies, are responsible for what goes on 
along that line. 

Similarly, life insurers may find them- 
with unwilling 
pensioners screaming for their blood, if 


provid- 
cost, is 


be 


by 


public incurs 
collectively drives. 


by 


com- 


selves in the same boat, 


the public isn’t kept aware that it isn’t 
the companies that the retirement 
ages, that they are only the vehicle by 
which the retirement plan is effectuated. 


set 


Robert B. Mitchell 
Richard J. Thain, 


Editor: 
Associate Editors: 
Cc. Clarke and F. A. Post. 

Assistant Editors: Ellsworth A. Cordesman 
and Donald F. Johnson. 
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H. J. Mortensen, who served as Wis- 
consin commissioner from 1931 until 
1939, was featured on the front page of 
the newspaper at New Lisbon, Wis., on 
his 50th anniv ersary of admission to the 
Wisconsin bar. There is incorporated in 
the story a two-column picture of Mr. 
Mortensen at his office. He graduated 
at University of Wisconsin law school 
in 1902. He is president of New Lisbon 
State Bank and over the years he has 
held many elective and appointive of- 
fices, as well as taking part in important 
civic activities. The reporter said that 
Mr. Mortensen has always been a man 
of careful habits, never using liquor or 
tobacco and is noted for being sys- 
tematic and punctual in all his activities. 

Deane C. Davis, president National 
Life of Vermont, and Marjorie Smith 
Conzelman were married recently at 
Boston. Their ceremony followed by a 
few hours the wedding of Mrs. Davis’ 
daughter, Patricia, to Sidney F. Greeley 
of Northwestern Mutual Life. 

This has been a big year for John 
Boyle, general agent for Minnesota Mu- 
tual Life at Chicago. He has just cele- 
brated his 30th year with the company, 
has also had the distinction of having 
his daughter, Ellen Mary Boyle, receive 
the bachelor of science in nursing from 
Loyola university and his son, James G. 
Boyle, graduate in business administra- 
tion from this same institution. Miss 
Boyle works with an orthopedic surgery 
specialist at St. Francis hospital in 
Evanston. 

J. P. Leatherman of Lansing, Mich., 
general agent of Continental Casualty 
and Continental Assurance, was married 
to Nellie M. French of East Lansing. 

Richard B. Evans, president Colonial 
Life, has been named chairman of East 
Orange (N.J.) Community Chest. 
Richard D. Nelson, vice-president and 
treasurer, is co-chairman of insurance 
and finance division, and Eric Johnson, 
vice-president, is chairman of worker 
education and training for East Orange 
and Maplewood. 

Sheila B. Astley of the Hoefflin gen- 
eral agency for Pacific Mutual Life at 
Seattle, has been elected president of 
Port Angelus Soroptimists ‘Club. 

Carl Mitcheltree, president of Colum- 
bus Mutual Life, has been elected di- 
rector of the Columbus Chamber of 
Commerce for a three-year term. 

Dinwiddie Lampton, president of the 
American Life & Accident of Louisville, 
was quite active in the deliberations of 
the Republican national convention at 
Chicago, as a delegate from Kentucky. 

T. S. Burnett, financial vice-president 
of Pacific Mutual Life, has been ap- 
pointed a member of the western semi- 
nar committee of Mortgage Bankers 
Assn. of America. The committee is 
sponsoring a seminar on mortgage bank- 
ing at Stanford University in August, 
first meeting of its kind to be held on 
the Pacific Coast. 

Mary Jane Badger, daughter of 
Sherwin C. Badger, vice-president and 
financial secretary of New England Mu- 
tual, has become engaged to Horace D. 
Taft, son of Senator and Mrs. Robert A. 


Taft. Miss Badger is a graduate of the 
School of Applied Arts in Zurich, 
Switzerland, where her mother, Mrs. 


Mary Bancroft, now lives. Horace Taft 
is a 1949 graduate of Yale who is now 


Executive Editor: Levering Cartwright. 
Advertising Manager: Raymond J. O’Brien. 


Teletype CG-654 


studying for the Ph.D. in shesics a at 
the University of Chicago. Miss Bad- 
ger and her mother have been staying 
in Chicago during the Republican na. 
tional convention. 


Dr. David S. 
Garner, new chair- 
man of the medical 
section of Ameri- 
can Life Conven- 
tion, has been med- 
ical director of 
Shenandoah Life 
since 1939. He re- 
ceived his M.D. at 
Medical College of 





Virginia at Rich- 

mond. 

Lewis Degen celebrated his 80th birth. 
day and his 35th anniversary as an 


agent for Mutual Life at Chicago. After 
a career asea druggist at Chicago, Mr, 
Degen turned to life insurance and has 
served under four managers at Chicago, 
He recently attended the 60th reunion 
of his class at Northwestern University. 

George R. Lenz, honor graduate oj 
Columbia University, has joined the law 
division of the investment department 
at Metropolitan Life. 


John H. Beckley, with New York 
Life since 1917, was honored at a retire. 


ment luncheon at Buffalo given by 
Charles C. Browning, branch manager 
there. 








DEATHS 





MARION A. NELSON, 78, who was 
manager of Equi- 
table Society at 
St. Louis from 
1919 to 1944, died 
in his sleep at his 
summer home at 
Torch Lake, Mich. 
He was with Equi- 
table for 35 years, 
starting as an 
agent at Little 
Rock. He served 
as president of St. 
Louis Life Under- 
writers Assn. and 
the managers ass0- 
ciation there. A 
son, J. Denny Nelson, is general agent 
of Aetna Life at San Francisco. 

MARTIN P. CORNELIUS, 69, sen- 
ior consultant and a director of Conti- 
nental Assurance, 
of which he for- 
merly was_ vice- 
president and gen- 
eral counsel, was 
found shot to death 
in his home at Oak 
Park, Ill, with a 
.22. caliber pistol by 
his side. From 1937 
to 1944 he was 
president of Conti- 
nental Casualty, 
which he joined in 
1909 in the legal 
department. He 
continued as gen- : 
eral counsel of that company for some 
time after retiring as president. 

Mr. Cornelius had been ill for several 





M. A. Nelson 





M. P. Cornelius 


Howard J. Burridge, President. 

Louis H. Martin, Vice-Pres, & Secretary. 
John Z, Herschede, Treasurer. 

420 E. Fourth St., Cincinnati 2, Ohio. 








ATLANTA 3, GA.—432 Hurt Bldg., Tel. Walnut 
9801. Carl E. Weatherly, Jr., Southeastern 
Manager. 

BOSTON 11, MASS.—210 Lincoln St., Tel. 
Liberty 2-1402. Wm. A. Scanlon, Vice-Pres. 
CHICAGO 4, ILL.—175 W. Jackson Blvd., Tel. 
Wabash 2-2704. O. E. Schwartz, Chicago Mgr. 
A. J. Wheeler, Resident Manager. 
CINCINNATI 2, OHIO—420 E. Fourth Street, 
Tel. Parkway 2140. Chas. P. Woods, Sales 


Director; George C. Roeding, Associate Man- 
ager; George E. Wohlgemuth, News Editor; 
Roy Rosenquist, Statistician. 

DALLAS 1, TEXAS—708 Employers Insurance 
Bldg., Tel. Prospect 1127. Alfred E. Cadis, 
Southwestern Manager. 

DES MOINES 12, IOWA—3333 Grand Avenue, 
Tel. 7-4677. R. J. Chapman, Resident Manager. 
DETROIT 26, MICH.—1102 Lafayette Bidg., 
Tel. Woodward 3-2826. A. J. Edwards, Resident 
Manager. 


KANSAS CITY 6, MO.—605 Columbia Bank 
Bldg., Tel. Victor 9157. William J. Gessing, 
Resident Manager. 

MINNEAPOLIS 2, MINN.—558 Northwestern 
Bank Bldg., Tel. Main 5417. Howard J. Meyer, 
Resident Manager. 

NEW YORK 38, N. Y.—99 John Street, Room 
1103, Tel. Beekman 3-3958. Ralph E. Richman, 
Vice-Pres.; J. T. Curtin, Resident Manager. 


PHILADELPHIA 9, PA.—123 S. Broad Street 
Room 1127, Tel. Pennypacker 5-3706. E. # 
Fredrikson, Resident Manager. 
PITTSBURGH 22, PA.—503 Columbia Bldg. 
Tel. Court 1-2494. Jack Verde Stroup, Ret 
dent Manager. 

SAN FRANCISCO 4, CAL.—507 Flatiron Bldé 
Tel. Exbrook 2-3054. F. W. Bland, Pacif 
Coast Manager. 
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years and had been in an oxygen tent 
much of the time for the past two years. 


ARTHUR J. KOEPPE, 66, associate 
actuary Union Central Life since 1943, 
died suddenly of heat prostration at his 
home at Cincinnati. Mr. Koeppe had 
peen with the actuarial department since 
1914. He was appointed manager in 
1919, and assistant actuary in 1923. 

NORMAN L. BAKER, 80, former as- 


sistant counsel Northwestern Mutual 
Life, died at his home at Beulah, Mich. 


Union Central Action in 
Stock Surrender Upheld 


Action of Union Central Life to force 
dissenting stockholders to its -mutual- 
jzation program to. surrender their 
stock at $25 per share was upheld by 
frst district court of appeals, Cin- 
cinnati. A cross-petition asked for $125 
per share. The court pointed out that 
prior to completion of the mutualiza- 
tion the defendants did not undertake 
to withdraw from a voting trust; did 
not vote against the plan, or in any 
manner indicate that they did not 
acquiesce. 


Wabash Enters A. & H. Field 

Wabash Life field men gathered for 
a sales conference at Indianapolis at 
which a new 20-pay life charter policy 
was announced. The contract features 
19 insurance certificates plus 100% re- 
turn of premium the first 20 years in 
addition to the face amount in imme- 
diate cash draft for 10% of the sum 
insured. 

The company announced its entrance 
into the A. & H. field with four H. & A. 
contracts, non-cancelable and _ cancel- 
able on a lifetime basis; professional, 
and comprehensive hospital-surgical. 





MacArthur Cites Plight 
of Insurance Beneficiaries 


What inflation and taxes have 
done to life insurance policyholders 
and annuitants was stressed by 
General Douglas MacArthur in his 
keynote speech at the Republican 
national convention in Chicago this 
week. He referred to “the rising 
costs of the necessities of life im- 
pairing the effectiveness of pen- 
sions, insurance, and other fixed 
incomes and reducing the aged and 
infirm to appalling circumstances.” 
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Wife's Value as High as $83,000 


Some good arguments for “wife in- 
surance” appeared in a recent article 
by Mrs. Walter Ferguson, Scripps- 
Howard newspaper columnist. She 
quotes agricultural authorities on this 
point, one of them saying that a farm 


wife is worth as much as $83,000 in 
savings bonds, while another expert 


sets the figure at $69,000. 

Mrs. Ferguson doesn’t contend the 
city wife has so high a capital value but 
says that “if she were paid regular 
union wages, with time and a half for 
overtime, she’d soon be the richest 
member of the working class group. 
And she’s a specialist in so many fields 
that she would also be in a position to 
demand commissions, bonuses and other 
extras for her accomplishments.” 

Mrs. Ferguson points out that even 
in the city the wife and mother has to 
do the housework, cooking, laundry, 
baby-sitting, act as errand boy, chauf- 
feur, expert shopper, social secretary, 
family relations expert, and what not. 
It adds up to a substantial insurable 
value, even on the most conservative 
assumptions. 


Minutes Metered at NALU Office 


To insure that intra-office confer- 
ences wind up on time, Managing Di- 
rector B. N. Woodson of National Assn. 
of Life Underwriters now has a “min- 
ute minder,” one of those interval tim- 
ers originally designed to keep the 
housewife from overcooking or under- 
cooking the eggs, roast, pie or cake. 
The timer has a good loud tick, so no 
one is likely to forget that time is 
fleeting. Also the dial always shows 
how many minutes are left until the end 
of the time it has been set for. 

Such a device might have other uses 
than timing conferences, Mr. Woodson 
observed. For example, an agent who 
wants to show he is serious about want- 
ing “only five minutes of your time” 
might lay one of these timers on the 
prospect’s desk to clock the presenta- 
tion time. 


Insurers’ Use of Newspaper "Ads" 

Life and A. & H. insurers are far 
ahead of all other types of insurers in 
the use of newspaper advertising, ac- 
cording to the American Newspaper 


Publishers Assn.’s listing of advertisers 
spending $25,000 or more in newspaper 
advertising in 1951. 

The Institute of Life Insurance, with 
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$1,329,151 in 1951 outlay is by far the 
largest individual user of newspaper 
space among insurance companies and 
organizations. 

The following list shows how the life 
and A. & H. insurers dominate the in- 
surance field: Allstate (fire-casualty) 
$62,868; Atlantic (fire-marine) $32,754: 
Continental Casualty, $33,816; Equitable 
Society, $49,501; Farm Bureau com- 
panies, $120,025; Health Insurance Plan 
of Greater New York, $42,278; Institute 


ot Life Insurance, $1,329,151; Liberty 
Mutual (casualty) $68,416; Life _of 
Georgia, $34,761; Metropolitan Life, 


$92,626; Michigan Mutual Liability, $74,- 
862; Mutual Benefit H. & A., $59,553; 
National Board of Fire Underwriters, 
$84,456; New York Life, $164,813; North 
American Accident, $94,215; Prudential, 
$596,584; Southwestern Life, $36,509; 
State Farm, $28,952; State Mutual Life, 
$30,606; Sterling of Chicago, $92,551. 


Fruits of a Good Life 

The beneficial fruits of a good life 
are to be found in the will of the late 
Roy A. Lathrop, for many years general 
agent of State Mutual at Minneapolis. 


He left money to the Minneapolis 
Y.M.C.A., Calvary Baptist church, 
Goodwill Industries, Kiwanis Founda- 


tion and Shriners Hospital for Crippled 
Children. 


Franchise Reference Clarified 


A reader has written in asking for 
clarification of a sentence that appeared 
in the June 20 issue about the key-man 
market which said: “In some _ service 
businesses, as where a franchise will be 
lost on the death of a principal, the 
business will be increased to offset the 
loss by adding the value of the insur- 
ance.” 

The sentence should have stated that 
“the business’s asset value will be in- 
creased,” rather than implying that the 
volume of the firm’s business would in- 
crease because of the insurance. 

The example cited in the discussion, 
though not mentioned in the news 
article, was that of an automobile dealer 
where a partner or principal stockholder 
held the dealership franchise in his own 
name rather than the firm’s holding it. 
Cash from key-man insurance would of 
course put the firm in a_ financially 
stronger position and probably enable 
it to hire a man who would have the 
same sort of ability that the manufac- 
turer granting the franchise prized in 


il 


the man who had died. Even if the 
same manufacturer were unwilling to 
continue the dealership, the organization 
would obviously be in a stronger posi- 
tion to negotiate for a franchise with 
some 








Life Company Investments 
New York Life has purchased $2 
million of $4 million first mortgage 
bonds of Philadelphia Suburban Water 
Co. at 33¢%. Reliance Life purchased 
$500,000, State Life of Indiana $500,000 
and American United Life $425,000. 
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it profitable to check with us 
when you want to make the best 
possible placement of business. 
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Los Angeles C.L.U. Elects 


Los Angeles ‘C.L.U. chapter has elect- 
ed these officers: President, Henry E. 
Belden, Union Central; vice-president, 
George Byrnes, Equitable Society; 
secretary, ‘Robert L. Woods, Massa- 
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chusetts Mutual. Reports showed the 
chapter, with 130 members, ranks fourth 
in size in the country. 

Robert Albritton, general agent Pro- 
vident Mutual, talked on “Growth 
Through Clientele.” 








It was a GREAT campaign 


—our 1952 Anniversary Campaign 


In the five week period beginning 
May 1 and ending June 7-we produced 
a total of $7,726,000 Written, Exam- 
ined and Paid for business, for a new 
all time record high Anniversary Cam- 


paign production. 


CONGRATULATIONS to every 
Bankers Life salesman who made this 


outstanding production 


sible. 


record pos- 
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writing companies? 





ASSISTANT ACTUARY 


QUESTION: Are you the able, realistic type of person that is look- 
ing for a position in the group actuarial field with a substantial, 
progressive company in the mid-west — one of the large group 


If you have completed at least five of your actuarial examinations 
and have had some experience (not essential) in the Group Annuity 
Field, please get in touch with us. The position is assistant to the 
Group Actuary with a salary commensurate with experience and 
qualifications. It offers a very bright future. All inquiries confiden- 
tial. Please give full particulars as to experience, training, education, 
and personal qualities. Send your reply to Box M-23, The National 
Underwriter, 175 West Jackson Blvd., Chicago 4, Illinois. 
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Washington Natl. 
Enlarges Range 
of Employe Ages 


Washington National has been suc- 
cessfully enlarging the age range of the 
people it employs. At the lower age 
level, the company hires young men 
and women attending Kendall college of 
Evanston and looking forward to busi- 
ness careers. They go to school in the 
mornings and work at Washington Na- 
tional in the afternoons. The other 
group is made up of men with an aver- 
age age of more than 60 who replied to 
the company’s help-wanted advertising 
offering employment to over-age per- 
sons. 

In the case of the older men, Wash- 
ington National has found they are in- 
terested in going back to work not so 
much on account of the money they will 
make but because they have found re- 
tirement uninteresting. Many of them 
have been forced into idleness by re- 
tirement rules and they had found difh- 
culty in finding other jobs. Some of 
them had held high positions and had 
salaries up to $18,000 a year. 

Washington National, from 76-year- 
old Chairman H. R. Kendall down, does 
not impose compulsory retirement on 
account of age. There are a number of 
people with the company who _ have 
passed 65 long ago. Mr. Kendall has 
long felt that from the standpoint of 
society, business and industry must 
keep more older people at work, be- 
cause in numbers and percentage of the 
population there are more and more of 
them and it is better for those who are 
able to be productive rather than to 
become dependent on the productivity 
of others. 


40 Years in Its Building 


Southwestern Life has commenced its 
50th year in business and has com- 
pleted 40 years in its home office build- 
ing. Three of the original 18 who helped 
establish offices in the new building in 
1912 joined President James R. Wood 
in celebrating the event. 





Universal L. & A. Purchase 
Universal L. & A. of Dallas has pur- 
chased the Norman building, which will 


henceforth be the home office of the 
company. It is a _ three-story brick 
structure at the corners of Ross and 


The building was pur- 
chased as a climax to the 25th anni- 
versary celebration of the company, 
which now has more than $75 million 
life insurance in force and assets ex- 
ceeding $8 million. The company has 
a field force of approximately 235 and 
a home office staff of 50. 


Honor Woods in June 


The field organization of Volunteer 
State Life produced more than $3 mil- 
lion in new business during June in 
honor of the birth month of Cecil 
Woods, president. A surprise luncheon 
was tendered Mr. Woods by executives 
and department. heads of the company 
and members of the Chattanooga agen- 
cy. Mr. Woods spoke and said that 
during the six-month period, the com- 
pany passed the $20 million mark in 
life insurance in force. 


Lamar streets. 





Mutual Benefit Life has purchased the 
building at 1221 Pine street, Nashville, 
for $140,000. 








Roesch Leaves Spectator 


W. Eugene Roesch who has been with 
the Spectator for more than 20 years, 
has left that organization and_ will 
announce his new business position in 
September. He was educated at Holy 
Cross College. He is a veteran of the 
With the Spectator, he was 


successively life editor, casualty edito, 
fire editor, managing editor and fielj 
editor. Prior to that, he had been secre 
tary of a casualty and surety compan) 
and subsequently was with the M. & 
agency of Newark. 
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CALIFORNIA B 
COATES, HERFURTH & 
ENGLAND 
CONSULTING ACTUARIES 
San Francisco Denver Loe Angele 











(ILLINOIS 


CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 



















Harry S. Tressel & Associates 
Certified Public Accountants 
lal 


erry $8. Tressel, M.A.1.A. 
M. Wolfman, F.S.A. 
N. A. Moscovitch, A.S.A 


Wm. H. Gillette, C.P.A. 
\. Ww. P. Kelly 

















INDIANA & NEBRASKA 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 
Indianapolis — Omaha 














MICHIGAN 





ALVIN BORCHARDT 
Consulting Actuaries 
16 West Adams, Detroit 26, Michigan 
Phone WOodward 1-9515 

















NEW YORK 
Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran & Linder 
110 John Street, New York, N. Y. 




















PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


ASSOCIATE 
. P. Higgins 


PHILADELPHIA 








THE BOURSE 














VIRGINIA & GEORGIA 








BOWLES, ANDREWS & 
TOWNE 
Consulting Actuaries 
Employee’ Benefit Plans 
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New England Mutual 





fj] Names Whitman 
New England Mutual Life has named 
Carl A. Whitman director of group 
sales. He was formerly superintendent 
a of group sales for State Mutual Life. 


Mr. Whitman entered the business 
with Travelers in 1935. Through the 
following five years he was gronp rep- 
resentative at Kansas City and Chicago. 
He joined State Mutual at Boston in 


1946, and became superintendent of 
group sales in 1948. 
He is a graduate of University of 


Maine, and a veteran. 





Equitable Promotes Carr; 
Sends Rossman to Northeast 


Equitable Society has advanced John 
A. Carr, manager at Omaha, to director 
of agencies for the south-central de- 
partment to succeed H. J. Rossman, 
who transfers to the enlarged north- 
eastern department. 

Mr. Carr joined the company at 
Oniaha in 1931, and became field as- 
sistant the same year. In 1932 he was 
appointed district manager at Lincoln, 
Neb. He returned to Omaha as assist- 
ant manager in 1937, and became state 
manager in 1946. 
Mr. Rossman went with the cashier's 
ofice at Chicago in 1920, and later 
transferred to the agency department. 
He was appointed superintendent if 
agencies for the south in 1934, and 
moved to New York City in 1936. The 
following year he was made manager 
at Houston. He became director of 
agencies for the south-central depart- 
ment in 1947. 
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Armstrong to Resign from 
Metropolitan Next Year 


Dr. Donald B. Armstrong, 2nd _ vice- 
president of Metropolitan and director 
of the health and welfare division, will 
retire at the end of 1953. The company 
will appoint Dr. William P. Shepard, 
3rd vice-president at San Francisco, to 
succeed him.. 

Dr. Armstrong joined the company as 
executive director of the Framingham 
tuberculosis and public health demon- 
, stration in 1916, and later became as- 
sistant secretary. He was appointed 4th 
vice-president in 1929; 3rd vice-president 


‘esident 
ha 














” in 1929, and 2nd vice-president in 1944. 
$$$ f He is a graduate of Columbia University 
college of physicians and surgeons. 
Dr. Shepard went with the company 
a assistant secretary and welfare direc- 
tor at San Francisco in 1926. He be- 
: came 3rd vice-president in 1944. He is 
Actuaries||§ a graduate of University of Minnesota 
ccountants||# Medical school. 
Linder! Wells Field Supervisor 
‘ork, N. Y. Guarantee Mutual Life has appointed 
John D. Wells field supervisor in the 








midwestern area. 
He had several years’ experience in 
the field as an agent and agency super- 











—————} Visor with Equitable Life of Iowa. He 
| is an air force veteran and studied at 
AN University of Omaha and University of 
RY Alabama. 

U.S. Life Appoints Davis 
DELPHIA United States Life has appointed 
J fAllen Y. Davis manager of the planning 


and methods department. Mr. Davis 
will study company organization, and 
Provide planning information for con- 
y§templated procedure changes. He is a 








3& gtaduate of Harvard, and a veteran. 
Nelson to Life & & Casualty 
Life & Casualty has appointed Harry 
18 E. Nelson director of sales promotion. 
TLANTA} fe was director of advertising of Gen- 
———) ftal American Life from 1942 until late 





1951, and is reentering life insurance 
after a year in the consumer advertising 
field. Earlier he was with R. & 
Service at Indianapolis. 


Prudential Names Hibbard 


Prudential has advanced John G. 
Hibbard, regional production manager 
for mortgage loans at Cincinnati, to 
manager for the north-central region at 
Minneapolis. He succeeds Gordon H. 
Cooper, manager since 1932, who has 
resigned due to ill health. 

Mr. Hibbard joined the company in 
1935, and became an appraiser at Min- 
neapolis in 1945. Two years later he 
was appointed assistant manager at 
Cincinnati. 








Life of Georgia Ups Evans 


Life of Georgia has appointed C. C. 
Evans manager of the new agency in- 
spection department. Mr. Evans was 
formerly manager at Knoxville. He will 
be succeeded there by Charles C. 
Hewett, manager at Roanoke since 1946. 
The company has also appointed E. E 
Capps manager for Virginia, and 
Charles L. Earwood, Jr., district man- 
ager at Gadsden, Ala. 


HAUUODTUUAUUAUOGUOUUUACUEUEEN AULT TOEARAUE ET TATA 


New England Names Harris 


New England Mutual has promoted 
Leighton G. Harris, assistant director of 
advertising, to manager of sales promo- 
tion. 

Mr. Harris joined the advertising de- 
partment in 1942, and became assistant 
director of advertising in 1948. He is 
a graduate of Tufts college. 


Crown Life Names Gilbert 


Crown Life has appointed I. M. Gil- 
bert superintendent of agencies. Mr. 
Gilbert joined the company in 1916, and 
became agency supervisor in 1942. He 
was appointed associate superintendent 
of agencies last year. 


William N. Wissler, cashier of United 
States Life, recently marked 25 years 
with the company. 

Occidental of California has saikinil 
Otis L. Frost, Jr., assistant counsel, and 
Frank Onstine statistician. 


Mutual Benefit Farm Meets 


Farm investments were covered in 
discussions by 44 farm loan managers 
of Mutual Benefit Life at meetings just 
concluded at St. Joseph, Mo.; Ames, 
Ia., and Lafayette, Ind. H. Bruce Pal- 
mer, executive vice-president, and Ira 
S. Hoddinott, vice-president, led the 
talks. 
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Tompkins District Agency 
Sets N.W. Mutual Record 


The Deal H. Tompkins agency of 
Northwestern Mutual at Charleston, 
W. Va., topped the 36 district agencies 
of the company that produced in ex- 
cess of $1 million of business in the 
agents’ year ended May 31. Five of 
those agencies exceeded $2 million and- 
the Tompkins agency headed the list 
With $3,929,322 paid-for. The Charleston 
agency set a new all-time high for 
Northwestern Mutual district agencies. 
The seven full-time agents associated 
with Mr. Tompkins averaged over 
$400,000. 

Other agencies in the top 10 were 
those of D. E. McTigue, Fort Dodge, 
Ia.; K. L. Bragdon, Waterloo, Ia.; G. 
W. Dygert, Fort Wayne, Ind.; R. W. 
Stockton, San Diego; G. R. Wettengel, 


Appleton, Wis.; J. B. Cardiff, Racine, 
Wis.; . G. Prettyman, Muskegon, 
Mich.; J. A. Bellows, Jr., Tuscon, Ariz., 
and C. K. Zug, Bethlehem, Pa. 





Martindale Resumes Post 


Melvin E. Martindale, who left the 
Texas department to become a consult- 
ing actuary, has resumed his former 
post of actuary to the Texas commis- 
sioners. 
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of Tennessee, . . 
national park named for them, 
with its rolling hills and its famous Tennessee Walking Horses 

. leveling off to the rich agricultural center of West Tennessee. 


| é | | Home Office: 





SKIELDS 


ITS VACATION-TIME 


IN TENNESSEE 


Tennessee, one of the nation’s choice Vacation-lands, invites 
you to come to the Volunteer state this summer. 


There's a good fishing lake within fifty miles of every resident 
there are the Great Smoky Mountains and the 
. beautiful Middle Tennessee 


And in Nashville, there's the largest Life Insurance company 
in the South. When you come to Tennessee, drop by and visit 
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__NEWS ABOUT 


LIFE POLICIES 





Great Southern Life Has 
Made Many Policy Changes 


Great Southern Life has incorporated 
a number of changes in its newlv issued 
rate books. 

All annuity certain options are now 
calculated on the basis of an interest 
rate of 3% instead of 2%%. The excess 
interest feature has now been elimi- 
nated. The commuted values of family 
protection riders have been reduced. 

A new retirement income at age 65 
policy, designed on the basis of $10 
monthly income, has been _ issued. 
Monthly income can be selected on a 
reduced basis for life with a guarantee 
period of 120, 180 or 240 months. 

Hereafter, extra premiums for occu- 


of the policy so long as the occupational 
hazard remains. Formerly there was a 
20-year limit on these extra premiums. 

The company will now issue 20-pay- 
ment endowment at age 85 to be sold 
in amounts of $1,000 to $4,999. It will 
issue select 20-payment life non-partici- 
pating, to be sold in amounts of $5,000 
and up. 

A policy is being written for children, 
age 0 through 15. The initial face 
amount increases five-fold without in- 
crease in premiums when the insured 
reaches age 21 for policies issued at 
age 0 through 11. Face amount in- 
creases five-fold without increase in pre- 
mium rates at the end of 10 years for 
ages 12 through 15. The policy be- 
comes fully paid up for the ultimate 





pational ratings will 


be continued 
throughout the premium-paying period 


amount at age 65. 
Waiver of premium coverage now con- 











Planned 
Activity 








RESEARCH 


ARE YOU FACING THE 
POSSIBILITY OF A SUMMER 
SALES SLUMP? 


Is a program of activity specifically de- 
signed to help your agency avoid a sum- 
mer sales slump worth $2.25? 


THERE IS NO SUBSTITUTE FOR 
LIFE INSURANCE is an_ intensely 
practical and powerful program of agency 
activity. It is a source of power and 
ideas which will send your agents into 
the sales field each day—yes, even on hot, 
humid days—with the desire and deter- 
mination to tell their story with new 


. strength and purpose. 


The effectiveness of the “There Is No 
Substitute—" agency program has been 
proved by the several thousand agency 
heads now using it. Their reports are to 
the effect that it is the finest program of 
its kind ever developed! If you order it, 
use it, and find it otherwise, we'll cheer- 
fully refund your money. 


“THERE IS NO SUBSTITUTE—” 
INCLUDES ALL BULLETINS, REC- 
ORDS, ETC, NECESSARY TO 
PUT THE FOUR-WEEK PROGRAM 
INTO EFFECT AT ONCE. ORDER 
YOUR COPY TODAY. 


THE INSURANCE 
RYIEW SERVICE 


DIANAPOLI!ES 











ence, 





WANTED — LIFE MANAGER TO GO ABROAD 


To operate a branch office or hold responsible management position 
foreign home office. Must have both agency and home office experi- 


Foreign experience desirable 
Age, 30 to 35. Married or single. Salary, open. 
Reply confidentially in own handwriting, giving educational back- 
ground, experience and personal data. 


Address Box 620, The National Underwriter, 
99 John St., New York 38, N. Y. 






























tinues to the policy anniversary nearest 
attainment of age 60. 

Installment loadings on all non-select 
plans have been reduced. Semi-annual 
premiums are now 51% of annual. The 
initial coverage under children’s policies 
will increase to the full amount on at- 
tainment of age seven months. A new 
form of rider has been developed for 
children’s policies providing for month- 
ly income based on the initial amount 
of insurance payable until the insured 
child reaches age 21. 

Non-medical limit up through age 40 
has been increased to $10,000. 


Pacific Mutual Eliminates 
Excess Policy Verbiage 


Pacific Mutual has redesigned its 
policies for 1952, revising the typog- 
raphy and shortening the description by 
700 words. The physical appearance ot 
the policy was worked out by an adver- 
tising firm and special attention was 
paid to selecting the most clear and 
modern type. The language was simpli- 
fied. The policy provisions are set out 
in logical sequence with large, clear 
subject headings for quick reference. 
The designers introduced color on all 
pages to add eye appeal. 

The new policy was two years in the 
designing because the company people 
felt that present day policies are ap- 
pallingly complex. A _ special copy of 
the policy was sealed in the Los An- 
geles Pershing Square “time-capsule” 
under 30 tons of concrete so that it 
might represent present-day life insur- 
ance to the citizens of the year 2052. 


New Juvenile Estate Policy . 


National Life of Vermont has intro- 
duced a juvenile estate builder policy 
that provides $1,000 prior to the anni- 
versary nearest the insured’s 21st birth- 
day and $5,000 thereafter. Amount of 
insurance at age 0 is $250. 











Juvenile Ordinary Changes 


Empire L. & A. has increased death 
benefits for 20-pay life, 20-year endow- 
ment, and educational endowment at age 
18. They are now in full benefit at age 
1. For policies issued at age 0 the 
death benefit for each $1,000 of ultimate 
amount will be $250 during the first 
policy year, and $1,000 thereafter. The 
death benefit under ordinary life pre- 
ferred risk plan is graded to age 2. 





Broadens Non-Medical Issue 


Mutual Trust Life will now issue non- 
medical of $10,000 from age 0 to 35. The 
company will now offer non-medical up 
to age 45 and will offer term insurance 
non-medical. The limits on non-medical 
are $5,000 from ages 36 to 40 and $2,500 
from ages 41 to 45. 





Guardian Increases Limits 


Guardian Life has increased retention 
limits for standard risks as follows: 
age 0-14, $75,000; age 15-25, $125,000; 
age 26-50, $150,000; age 51-60, $125,000; 
age 61-65, $100,000; age 66-70, $50,000. 
Limit for five- and 10-year term plans 
is $100,000. 

Limits have also been raised for sub- 
standard risks, while limits for single 
premium plans, age 0-70, are the same 
as those for annual premium forms. The 
company will accept up to $100,000 for 
single premium annuities. 

Maximum monthly income from de- 
ferred life income annuities is set at 
$500. 





Issues Term on Substandard 


Guardian Life has announced that all 
its term and part-term plans of’ insur- 
ance have been made available in all 
of the company’s substandard rating 


classes. The following contracts will be 
issued hereafter at mortality ratings up 
to 500%: Convertible term, family guar- 
dian, family income and mortgage in- 
surance. 

Guardian’s regular retention limits for 





substandard risks, which were increasef 
early this year, will apply to all of they 
plans, and substantial amounts of coy 
erage will be available in all classes, 
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Western States Life has increas 
non-medical limits, age 0-40, to $7,504 





age 41-45, to $3,000. The former lim§ Oregc 
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WANTED — LIFE ACTUARY angel o 
A leading Life Insurance Company located i if 
in Mexico City is seeking the services of Pa + ate 
a Chief Actuary offering a generous sokf i... acs 
ary and senior officer status. Prefer FellW vice prosig 
or Associate of the Society of Actuaries #f tan Life, s. 
the U.S.A., or the C di A iation of BBrown, 


Actuaries or the Institute of Actuaries of Teasurer. 
Great Britain. Excellent living conditions| Oklahom: 
and extremely low income taxes. Kindly ty Joseph 
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and personal data and photograph. part 2 of t 
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ASSOCIATIONS 





___NEWS OF LIFE 


Oregon Association Elects 
Williams to Succeed Wilson 


Oregon Assn. of Life Underwriters at 
the annual meeting at Bend _ elected 
Malcolm Williams, Guardian Life, pres- 
jdent to succeed Gordon E. Wilson, 
Connecticut Mutual Life. Charles O. 
McGee, Provident Mutual Life, was 
elected secretary-treasurer. 

Speakers included Mr. Wilson; A. E. 
Gravengaard, Bankers Life of Iowa, and 
Verne Gilbert, Equitable of Iowa and 
N.A.L.U. trustee, who reported on the 
Memorial Building Fund drive. 




























I Kaul Elected President of 
Nebraska Association 


Nebraska Assn. of Life Underwriters 
at the annual convention at Grand Island 
elected Paul Kaul, general agent 
Connecticut Mutual Life, Omaha, presi- 
dent. Others elected: Nate Leiberman, 
Lincoln, 1st vice-president, and A. J. 
Hanson, general agent State Mutual 
Life Omaha, 2nd vice-president. J. P. 
Lynch, manager Northwestern National 
Life Omaha, was reelected secretary- 
treasurer. 


Hold Mich. Training School 


LANSING, MICH.—Some 56 newly 
elected officers of local associations at- 
tended the leadership training school of 
Michigan Life Underwriters Assn., at 
Michigan State College. Fifteen of the 
17 local associations in the state were 
represented. 

Instructors were Louis Pohl, Pontiac, 
state association president; Mac Begole, 
Ann Arbor, immediate past president: 
Harold Brogan, Lansing, secretary; and 
Ernest Tonkel, Grand Rapids, and Roy 
Mathews, Flint, vice-presidents. 

The Michigan association launched 
this program 12 years ago, pioneering 
aproject later made nation-wide through 
National association sponsorship. 


Alabamans Elect Stein 


Alabama Assn. of Life Underwriters 
at the annual conference at Birmingham 
elected John S. Stein, American National, 
president. Vice-presidents elected were 
Anson B. Yeager, Life & Casualty; 
Murray Earnest, Pan-American Life, 
and Phillip Nungessor, Metropolitan. 
George E. Hester, General American 
Life, is the new secretary- treasurer. 


Killen Texas Secretary 


George P. Montgomery, Great Na- 
tional, Houston, newly elected chairman 
oi Texas Leaders Round Table, has ap- 
pointed C. H. Killen, New York Life, 
San Antonio, as secretary. Mr. Killen 
is one of the leading producers of his 
company and a member of the Million 
Dollar Round Table. 


The third annual advanced under- 
writing school, sponsored by Wisconsin 
Assn. of Life Underwriters and Uni- 
versity of Wisconsin, will get under 
way at Madison Aug. 4. 





St. Joseph, Mo.—Installed as officers 
were Harold Benitz, Prudential, presi- 
dent; Warren Pryor, New York Life, first 
vice-president; Virgil Gaines, Metropoli- 
tan Life, second vice-president; Wendell 
Brown, Equitable Society, secretary- 
treasurer. 

Oklahoma City.—New officers, headed 
by Joseph M. Pinkerton, manager of 
Prudential, as president, were installed. 


Ade The association definitely plans to offer 


Part 2 of the L.U.T.C. course in 1952-53, 
beginning in October, Chairman Thomas 
Thach announced. Whether part 1 is 
offered will depend on the number of 
Members expressing interest. National 


Wality awards were resented to 65 
AND Bembers. . 
ABLE Eugene, Ore.—The following officers 
th adele Were elected: Frank E. Senn, New Eng- 
oN land Mutual Life, president; Marvin A. 
Lae Krenk, Occidental of California, vice- 
writer, 1% besident; Clyde E. Pierce, Business 
. Men’s Assurance, secretary; Dale F. Ap-- 
vleton, Beneficial Life, treasurer. 





Minneapolis—Minnesota Assn. of Life 
Underwriters will again sponsor the 
subscription campaign of the Minnesota 
Heart Assn. in February. This will be 
the third year the association has con- 
ducted the solicitation. 


Pontiac, Mich.—John C. Cowe, civic 
leader and former mayor, presented na- 
tional quality award certificates at a 
breakfast session. Four members also 
were awarded honorary memberships in 
Life Insurance Leaders of Michigan. 


Indianapolis—New officers are: Presi- 
dent, Ralph T. Griggs, Metropolitan; 
first vice-president, Leon Lawhead, State 
Mutual; second vice-president, James T. 
O’Neal, Great-West Life; secretary, John 
H. Parrotte, Prudential; treasurer, Dan 
E. Flickinger, John Hancock. 


Klamath Falls, Ore.— Lynn Roycroft, 
Standard of Oregon, was elected presi- 
dent Klamath Basin association. Norman 
M. Wilson, Connecticut Mutual Life, was 
elected vice-president, and William N. 
Goen, State Farm Life, secretary-treas- 
urer. 

Dalles, Ore. Officers elected to the 
Mid-Columbian association: Donald G. 
Lewis, Standard of Oregon, president; 
Kenneth W. Kirby, Equitable Society, 
vice-president; John W. Hale, New York 
Life, secretary-treasurer. 





Portland, Ore.—A. FE. Gravengaard, 
Bankers Life of Iowa, was elected presi- 
dent. Others elected were Arthur A. 
Stone, Metropolitan, vice-president, and 
Robert L. Rau, Standard of Oregon, sec- 
retary-treasurer. 


Medford, Ore.—Howard T. Dean, Provi- 
dent Mutual Life, Central Point, was 
elected president Rogue Valley associa- 
tion. Fred F. Sears, Prudential, Medford, 
was elected vice-president, and John A. 
Carter, State Farm Life, Medford, is the 
new secretary-treasurer. 

Salem, Ore.—Edward J. Burnside, Met- 
ropolitan, was elected president; James 
M. Burbridge, vice-president, and L. I. 
Robinson, Business Men’s’ Assurance, 
secretary-treasurer. 

Thomasville, N. C.—Wayne Miller has 
been elected president, succeeding G. V. 
Bodenheimer. Junius A. Green is vice- 
president; Ira E. Beeson, Jr., secretary; 





Edgar <A. Beane, state committeeman, 
and J. T. Scroggs, national committee- 
man. 


Bend, Ore.—Dor R. Thompson, Provi- 
dent Mutual Life, was elected president; 
Steve M. Jackson, New York Life, vice- 
president, and Leslie D. Gray, Business 
Men’s Assurance, secretary-treasurer. 








The Yoffee & Beitman insurance 
agency of Harrisburg has appointed 
Stanford F. Golin manager of the A. & 
H. department. Mr. Golin has been a 
group man in the area. 


Appeals Court Backs Ruling 
in Toledo Cleaners’ Case 


Sixth district court of appeals at 
Toledo has upheld decision in the Lucas 
county common pleas court that two 
suits should be dismissed for $150,000 
and $70,000, respectively, brought by the 
Gallagher Cleaning Co. of Toledo. Pres- 
ident of the firm, John J. Gallagher, had 
charged that New York Life and three 
of its agents had represented they could 
install an efficiency system to boost the 
gross sales of the company to $500,000 
a year and its profits to $80,000. Mr. 
Gallagher said that the consideration for 
this oral contract was the permission to 
issue $200,000 of life insurance on the 
officers of the firm. He claims that the 
profits were not forthcoming and that 
the business was damaged instead. The 
lower court had held that the contract 
and alleged consideration for it were 
illegal in Ohio. The three appellate 
court judges upheld this ruling and also 
ruled that the proper parties were not 
sued in one case and that Mr. Gallagher 
was not the real party in the second 
suit. 


The Pelican, monthly publication of 
Mutual Benefit Life, recently marked its 
50th year. 











...is a predominant characteristic of our com- 


force of National Reserve Life. 


pany. Strength — “Enduring as Rushmore” — is 


back of you when you join the outstanding field 


We are now embarking upon a tremendous ex- 


you ... for a profitable career. 


pansion program which offers real opportunity to 


Our tested, proved sales training methods, plus 


the full cooperation of our strategically placed 
Regional Home Offices — are additional assur- 


ances of success for you! Write today! 


Write W. E. Moore, Agcy. V.P., Agcy. Hq.. Topeka 
H. O. Chapman, Pres. 


S. H. Witmer, Chmn. of the Board 






















United States... Where the tpinil of the pioneer still prevails 
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describes the relationship between 
the Company and its policyholders 
and Field Force. This relationship 
has been built on: 

1. A purely mutual operation. 

2. A General Agency foundation. 

3. Net level premium reserves. 

4. Very low net cost. 

5. A strong surplus. nm 

6. Flexible settlement options. 

7. Its stable territory: 


ill. . Ind. . ta. . Mich. . Minn. . N.D. . Ohio . Wash. . Wis. 
N.Y. . Conn. . Me. . Mass. . N.H..N.J.. Po. . RI, . Vi. 


4 


Exceptional Field Opportunities available . . . 
Write to the Agency Secretary. 


feild Jrusl 


LIFE INSURANCE CO. 











it makes 
a difference 
WHO you are... 


* 


and WHOM 
you represent! 


“Held up the take-off thirty minutes! 
Must be a VIP...” 


A “Very Important Person” is correct! 
The right name can keep planes on the 
ground and trains in the station. Yes, it 
makes a big difference who you are. 


The right name means a lot in business, 
too. That’s why LIFE and CASUALTY 
agents are proud of the company they 
represent. They know that the name “LIFE 
and CASUALTY” stands for reliability, 
integrity, and financial responsibility. 
And, their prospects know it, too. 


Life and Casualty 


Dy |S; Insurance Company 


tc GUILFORD DUDLEY, JR., PRESIDENT 











po OFFICE: NASHVILLE 





LIFE AGENCY CHANGES 


—z 





Bankers of lowa Names 
Michalk Fort Worth Manager 
Life 


| _ Bankers of lowa has named 
| G. H. Michalk manager at Fort Worth 
| to succeed A. F. Rhea, who returns to 
| personal production. Mr. Michalk was 
formerly general agent there for Man- 
| hattan Life. 

| He entered the business with Equita- 
| ble Society in 1941, and joined Man- 
| hattan at Fort Worth in 1946. The fol- 
| lowing year he became: supervisor, and 
| in 1950, associate general agent. He 
| was appointed general agent last year. 


He is secretary-treasurer Fort Worth 


} 

| Assn. of Life Underwriters, and Fort 
| Worth C.L.U. He is a graduate of 
Texas A. & M. college, and a veteran. 





Life & Casualty Changes 


Life & Casualty has transferred E. H. 
| Rone, district manager at Clarksville, 
Tenn., to Bowling Green, Ky., to suc- 
ceed W. L. Foshee, who has retired 
after 30 years with the company. 

Charles R. Scoggins, superintendent 
at Clarksville, becomes district manager 
to replace Mr. Rone. The company has 
also promoted R. L. Wilkins, superin- 
tendent at Little Rock, to district mana- 


| 
| 
| Foshee Retirement Prompts 
| 


ger there. f a : 
H. D. Atkins, district supervisor at 
Tampa, has retired after 15 years with 





the company. 





| Prudential Appoints Roy 


| Prudential has appointed Philip J. 
Roy district manager at Burlington, Vt., 
to succeed John R. Olson, manager there 
since 1936, who retires after 27 years 
with the company. Mr. Roy was for- 
merly regional supervisor at Boston. 

| He joined the company in 1935 at 
| Torrington, Conn., and became staff 
| manager at Waterbury in 1937. He later 
transferred to the training department at 
Newark. He was named regional super- 
visor at Boston in 1950. 





Aetna Appoints Carson 


Aetna Life has appointed Samuel G. 
Carson co-general agent with John A. 
Hill of Hill & Associates agency at 
Toledo. Mr. Carson was formerly as- 
sociate general agent. The company has 
also appointed John A. Miller super- 
visor there. 





Travelers Reports Changes 


Travelers has transferred Arnold G. 
Cure, assistant branch manager at 42nd 
street, New York City, to Miami, and 
appointed Harry L. Ewell and Benjamin 
W. Ralston group supervisors at Dallas. 

The following field supervisors have 
also been appointed: Harold Bankston, 
Birmingham; Floyd M. Umbarger, Jr., 
Central City, Philadelphia; Wallace L. 
Sandberg, Minneapolis; Bruce L. Schroe- 
der, Peoria; Harry J. Forbes, Dallas; 

Bannerman, Winnipeg. Agency 
service representatives named are Robert 
F. Mapes, Cleveland; John J. O’Connor, 
Jr., Providence; Jerry W. Brown, Col- 
umbus, and Benjamin D. Stinson, St. 
Louis. 


Mulligan Changes Affiliation 


Norvy Mulligan has become general 
agent for Midland National Life at 
Minneapolis. He entered the business 
in 1936 with Aetna Life at Minneapolis. 
He was promoted to supervisor and con- 
tinued with that company until 1946 
when he became Minneapolis manager 
for Occidental Life of California. He is 
president of Minneapolis Association of 
Life Underwriters, former vice-president 
of General Agents and Managers Assn. 
of Minneapolis, treasurer of the Min- 
nesota State Assn. of Life Votre 
and chairman of the local L.U.T 











program. 


Asikainen Heads Detroit 
Office for Mutual Trust 


Mutual Trust Life has named Andrey 
Asikainen general agent at Detroit to 
succeed Stuart D. Hecox, who become 
assistant educational director at Chicago, 

Mr. Asikainen was formerly with John 
Hancock. He entered the business with 
Equitable Society, and later joined 
Bankers Life of Iowa at Kenosha, Wis 
Mr. Hecox entered the business with 
Northwestern Mutual Life at “Detroit. 
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Carla De Vries, daughter of Carl L§; 
DeVries, general agent Occidental oj 
California, Los Angeles, was married to 
— Carroll, III, at North Holly. 
wood. 





Life & Casualty has named Eubank 
W. Garnett superintendent at Richmond 


RECORDS 


Insurance in force for Bankers Na. 
tional Life has reached $200 million. 4 
goal of $400 million in force has been se 
for 1959. 

Paid production for June for Penn My. 
tual Life totaled $28,964,906, 














Citizens National Life of Indianapolis 
business 


written exceeded $3,600,000. The com. 
pany will celebrate his fifth anniversary 
on August 28th and total life insurance 
in force will be well in excess of $14, 
500,000 by that date, up from the year 
end in-force figure of $7,272,999. The 
company has just approved of a cash div- 
idend to policyholders whose policies 
have been in force for a period of five 
years on or before Sept. 30, 1953. The 
company is now licensed in Indiana and 
Kentucky and it is planned to accelerate 
the agency development during the next 
year. 

Paid production for June for Ohio Na- 
—, Life totaled $12,203,256, a company 
recor 


Paid business for the first half for 
Kansas City Life totaled $68 million, a 
$17 million gain over the first six months 
of last year. Paid busines for June 
reached $12 million, the second best June 
in company history. The new in force 
figure has been set at $917,500,000. 


Four cc 
selling in 
the gener: 
Claire A. 
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liam C. ] 
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of President Raymond R. Brown’s birth- 
day, produced $3,381,991, the greatest 
volume for any similar period in the his- 
tory of the company. 

Paid production for June for Phoent 
Mutual Life totaled $15,191,000, a gain of 
55% over June of iast year, and a com- 
pany record. Six month figures showei 
a 28% increase over the same period of 
last year. 

Paid production for the first 
months for Jefferson Standard Life to- 
taled $74,045,662, a gain of $11,700,000 
over the first six months of last year, 
and a company record. Insurance in 
force since January was up $45,329,739, 
bringing total insurance in force to 
$1,084,235,981, another company record. 

Paid production for the June Presi 
dent’s Drive for Federal Life was w 
50% over June of last year. A. & H 
production increased 25%. ; 
sion Wedn 
Vice-presid 
home offic 
agents “Be 








Reliance Mutual Life of Illinois has 
been licensed in Florida. The company 
also operates in Illinois, Indiana, Mit 
nesota and Connecticut. The home office 
which was located in Chicago for many: 
years was moved to Park Ridge a short 
time ago. 
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. 4 and-over producers will hold a break- 
roit N.W. Mutual Agents fast session Wednesday. Social func- 
t tions have been arranged for each eve- 
i Andre tO Meet July 21-23 i 
ss More a» a, agents es a National Associates of 

= western Mutual, their wives and guests, . 
Sa will attend the annual meeting ri the Mutual Benefit End Meet 

pa ssn. of Agents at Milwaukee July 21- <r : : 
ness with a The pe acl will be ee oa Fee ag mag sr ~— 

r Joined the theme, “Leadership Through Team- CUD for 4 utual Benefit Life, BEL. 

sha, Wis, — concluded a two-day meeting at 

OS WH in charge Roanoke. 

Detroit. Syl Be ei ee Forum discussions on employe benefit 
e ae committee whieh is planning plans and estate analysis were led by 
standing : 2 Reow Alfred J. Lewallen, Miami, club presi- 

i Commeentam. Thes are Nayel B.Twws, on. Siduey Welk. Clasianati, vice- 

dental oi§ Winston-Salem, N. C., president; E. T. aaiions: Wiel W. Cook Chicene pat 

larried tof Proctor, Nashville, vice-president; Wil- oie is tt Camas Kagawa Oe 

h Holly.§jiam C. Hewitt, Milwaukee, secretary; H Bru, pi : a shies 

. Julian D. Walter, Chattanooga, chair- eee Sener Pile. = 

-W. C. Dunbar, Duluth: Owen W. President; Richard E. Pille, Jr., vice- 

man; B gee : a Chi- president of agencies; John J. Magovern, 

Eames, Boston; John H. Jamison, Chi " é 2 Soe D 

| Eubank ago, and Robert L. Sharp, St. Louis. Je vice-president and counsel; John D. 
‘ichmon¢, Bring as liaison for the company is Brundage, director of agencies, and 
We. Gardines educstionnl @- Mildred F. Stone, director of policy- 
ra , ’ holder service, covered company de- 

oe : res _ velopments in informal talks. 

A feature of the opening session Mon ‘Tike wee deen te WN 

day, July 21, will be “A Report to the ., ; bi i 

’ > L. Drei Fitz- Jhurman, Atlanta; J. D. Corbiere anc 

a Producers” by President Edmund D. H. Waterhouse, Boston; J. H. Light- 

ers Ngggerald. The presentation of awards to saul wad Tohn go egy Sirol ia C 

nillion, 4 honor men will be made by. Grant L. Kine yo City: E CG Robbing See 

} been set Hill, vice-president and director of ran . iKy.: WT Larsen, Newark; 
agencies. The session will conclude Piasia Adaline New York City: RW 

Hien aang with a life insurance drama, “Stardust,’ nd . /, tatadiie 

a 


Tharp, Washington, D. C 


by Laflin C. Jones, executive assistant. 


e largest 
7 At noon, agents attending their first 





lianapolis§ meeting will be guests at the friendship 
ore thar§ tyncheon, where Lewis T. Stearn, Min- Name Baker General Agent 
eo neapolis, will discuss “Good Prospecting, Occidental of California has named 


Plus Good Work Habits, Equals Good 
Business.” The C.L.U.s will also hold 
a luncheon and business meeting. 


Leaders Give Sales Talks 


Four company leaders will talk on 
selling in today’s profitable market at 
the general session Monday afternoon. 
Claire A. Thomas, Madison, Wis., will 
speak on “The Children’s Hour;” Wil- 
liam C. Roeder, Sioux City, Ia. and 
some of his agents, “This One’s a Nat- 


Bruce M. Baker general agent for the 
new agency at 1647 Shattuck avenue, 
Berkeley, Cal. Mr. Baker was formerly 
with Acacia Mutual Life there. He is 
a graduate of University of California, 
and a veteran. 


niversary 
insurance 





Columbian Mutual Life, Binghamton, 
N. Y., and Fidelity H. & A., Benton 
Harbor, Mich., are the latest additions 
to American Life Convention. 


liana and 
ccelerate 
the next 


Ohio Na- 
company 





half f ural;” Joe Thompson, Jr., Nashville, 

alf forg. 4 * t F *¢ 
nillion, a on. = as Pag Sa Dalke agency of Mutual Life at 
. moe Ww yp wewesdl — "Not Harder.” —--—s: Indianapolis has appointed H. Gene 
pest June The C.L.U. silver anniversary year Pruner assistant manager. Mr. Pruner 
in force Seretas 5 joined the agency last year. 


will be marked by a colorful ceremony 
at the opening of the Tuesday session. 
David B. Fluegelman, New York, will 
follow with an illuminating analysis of 
his “Twenty-one Years in Retrospect.’ 
William J. Grede, Milwaukee industrial- 





ontest of 
moration 
1’s birth- 
greatest 
. the his- 





Convention Dates 





Phoenk = } i f Sept. 8-12, National Assn. of Life Un- 
aA gain of ist and president of National 7 \ derwriters annual convention, Atlantic 
d a com-§ Manufacturers, will talk on reen ity, 

s showei § Lights Ahead.” : Sept. 8-11, hemispheric insurance con- 
period o&§ The Million Dollar Parade, honoring ference, New York City. 


the 182 members of the 1952 Million Sept. 15-19, insurance section American 


first six 


Life to-@ Dollar Round Table among igo 7“ a? ag hg ve 
11,700,000 # western Mutual agents, will open that ept. p34, e ce Management 
ast yest Falternoon’s session. Kenneth R. Bent- OPES (ab yas Haddon Hall, 


ley, Danville, Ill., one of the two young- 
est life members of M.D.R.T., will de- 
scribe “My Million Dollar Formula,” 
‘Band John O. Todd, Chicago, will talk 
on “Leadership Is Our Business.” 

In an innovation at the closing ses- 
sion Wednesday, President Fitzgerald, 
Vice-president Hill and a group of 
home office associates’ will take the 
+ pagents “Behind the Scenes” to demon- 
strate how company executives arrive 
at important decisions and put them 
into action. The agents’ association will 
hold its business meeting and election 
at this session. 

The special, district and general 
agents will hold separate meetings of 
their associations. The half-million- 


Sept. 22-25, National Fraternal Con- 
gress, Sheraton Plaza hotel, Boston. 

Sept. 25-27, Institute of Home Office 
Underwriters, Netherland-Plaza hotel, 
Cincinnati. 

Sept. 29-Oct. 1, Bureau of Accident & 
Health Underwriters, annual, Grove Park 
Inn, Asheville, N. C. 

Sept. 29-Oct. 1, Life Insurance Adver- 
tisers Assn., annual, Mount Royal hotel, 
Montreal. 

Oct. 7-10, American Life Convention, 
annual meeting, Edgewater Beach hotel, 

Oct. 23-25, Midwest managers confer- 
ence, sponsored by Indianapolis General 
Agents & Managers Assn., French Lick 
Springs hotel, French Lick, Ind. 

Nov. 17-21, L.I.A.M.A. annual meeting, 
Edgewater Beach hotel, Chicago. 

May 5-7, pores companies spring con- 


ference of L.I.A.M.A., Westchester coun- 
try club, Rye, N. Y. 


PROTECTED HOME CIRCLE 


SHARON, PA. 


FOUNDED IN 1686 


A Legal Reserve Fraternal Insurance Society 


JOSEPH SPENCER, President L. D. LININGER, Secretary 


5,329,795, 









SHARON, PA. 


*One reason why: timely tips! 
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* One of the fastest growing 


P life insurance companies 


in America! 
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Our Field force receives up-to- 
the-minute news — with timely 
tips for sales today — backed by 
modern policies and underwriting practices 
that are “clicking” with clients. 






This free service is yours—ask to receive Postal Heralds 


regularly. Write— 
Roy A. Foan 
Vice President and Director of Agencies 
POSTAL LIFE INSURANCE COMPANY 
511 FIFTH AVENUE, NEW YORK 
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2 thrilling... 


are Pacific Mutual’s complete personal protection plans. 
One reason—ACCIDENT & SICKNESS DISABILITY INCOME stirs 
the professional pride of the career agent. 


Pocifice 
Miutwerll 


LIFE INSURANCE COMPANY 
HOME OFFICE—LOS ANGELES, CALIF. 
Doing business only through General Agencies 
located in 41 states and the District of Columbia 




















Will Résies itunes Glade 


The Arizona corporation commission 


code. 


last legislature. 


has appointed Paul M. Roca, Phoenix 
insurance attorney, to undertake the 
task of rewriting state insurance use for about 15 years. 


the 


The revision will be financed by 
a $21,500 appropriation granted by the 















neneral American 


helps you cover 
the field better with 


ELS) COMPLETENESS IN THE LINE 
5 aK General American presents a 
solid front with a complete line 
of insurance protection that 
equips any field man with strong 
support for any objective. 


ORDINARY LIFE... a broad range of 
policies that permit sound planning within 
favorable premium structures. 


ACCIDENT AND SICKNESS... dividend- 
paying policies of wide variety . . . tailored 
to the client's needs. 


GROUP INSURANCE... comprehensive 
plans that permit greater flexibility .. . 
ease of administration . . . customer satis- 
faction. 


With multiple lines General Ameri- 
can provides “more power to men 
in the field.” 


GENERAL AMERICAN LIFE 


A MUTUAL LEGAL RESERVE LIFE INSURANCE COMPANY 
ST. LOUIS, MISSOURI 


_HeNATIONAL UNDERWRITER 
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The present Arizona code has been in Seek Blue Cross Va Hike 


RICHMOND — An increase of 
about one-third in rates for Blue Cross 
contracts has been asked by Virginia 
Hospital Service Assn. The new rates 
would raise the charges for individual 
contracts from $1.30 to $1.80 a month: 
husband and wife, $2.60 to $3.60, and 
family contracts $3.20 to $4.20. The 
commission _ a hearing on the peti- 
tion for July : 

The a. aoe not affect contracts 
for medical-surgical care, which are ad- 
ministered by Virginia Medical Service 
Assn. 


Roughton Richmond Head 


Peter R. W. Roughton, North Amer- 
ican Assurance, has been elected presi- 
dent of Richmond (Va.) Assn. of A. & 
H. Underwriters. Nathan Metzger, 





Union Mutual Life, is vice-president; 
W. Lee Meehan, American Health, sec- 
retary, and Vernon A. Ford, Inter- 
Ocean, treasurer. 





Conference Sets Group Dates 


The annual group meeting of H. & A. 
Underwriters Conference will be at the 
Drake Hotel, Chicago, Feb. 2-4, 1953. 
The group committee will meet the lat- 
ter part of the summer to set up the 
program. 

The underwriting forum, sponsored 
by the conference underwriting commit- 
tee, will be at the Netherland Plaza 
Hotel, Cincinnati, Sept. 23-24, 1952. 








Huebner Foundation Grants 


The Huebner Foundation for Insur- 
ance Education has announced 18 fel- 
lowship and scholarship grants for 1952- 
53, varying in amounts from $200 to 
$3,000. These grants were made for the 
purpose of enabling recipients to pursue 
graduate study in insurance for the 
Ph.D. degree to prepare for insurance 
teaching careers in colleges and uni- 
versities. 





Estate Seminar at Seattle 


The Seattle C.L.U. and University of 
Washington will sponsor jointly an es- 
tate planning seminar Sept. 8-10 on the 
campus. Speakers will include Dur- 
wood L. Alkire, certified public account- 
ant; Charles I. Stone, attorney; Henry 
Judson, vice-president and trust officer 
Seattle Trust & Savings Bank; Edward 
L. Allison, Northwestern Mutual, Tul- 
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Heo~ LEGAL RESERVE 


5057 WOODWARD AVENUE @© DETROIT 2, 


Write today for full particulars. 


Get your share 
of the BIG ONES... 


FISHERMAN seeking to land a “big one” does not 
start out with a bent pin and a piece of string. 
He first learns the tastes and habits of the big fish, then 
chooses bait and rod accordingly. 


Successful salesmen use these same methods, knowing that 
everything depends upon the product and how it is presented. 


You will enjoy representing an organization that offers 
the finest plans of life insurance obtainable. Founded in 1878, 
The Maccabees operates in 43 States and 5 Provinces of 
Canada. There is a place for you. 
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sa; Richard H. Forster, Los Angele 


tax attorney. 





Washington State Congres 
Elects Peeples President 


Arden G. Peeples, W.O.W. Life 0) 
Omaha, was elected president Wash! 
ington State Fraternal Congress at the 
annual convention attended by 200 dele. 
gates at Seattle. 

Others elected were: 1st vice-pregj. 
dent, Nora Danford, Royal Neighbors! 
2nd vice-president, Eldridge O. Sheldon 
Modern Woodman of America; 3rd vice. 
president, Elva Choate, Women’s Bene. 
fit Association; secretary, Jenny \ 
Association, was chairwoman, and Eina 
Burns, Maccabees: treasurer, Inez Sand. 
quist, Protective Association. 

Olga McClellan, Western Bohemia, 
Botten, Lutheran Brotherhood, installing 
officer. | 





Plans Are Announced for 
Neb. Insurance Institute 


Plans were announced this week fa 
the biennial insurance institute spon 
sored jointly by Insurance Federation 
of Nebraska and the college of busines 
administration of University @ 
Nebraska, to be held in Lincoln on the 
university campus Oct. 31-Nov. 1 
Chairman of the general committee it 
charge of the institute is E. J. Faulkner, 
president of Woodmen Accident. 

Oct. 31 will be devoted to eight 
papers elaborating on the general them: 
of the institute, which is “Curren 
Trends, Developments and Problems it 
the Insurance Industry.” That evening 





campus. Saturday afternoon has bee 
set aside for the University of Nebraska 
University of Missouri football game. 
. Lewis Reitz, vice-president 4 
Lincoln National Life, and Paul Wilson 
executive vice-president of Planet, wil 
discuss underwriting problems, trend 


pp Reise Assn., will discuss 
“Distribution Problems.” The _ repi 
sentative of property insurance to dis 
cuss this subject is to be announced 
“Investments” will be the subject @ 
Dr. James J. O’Leary, investment at 
alyst of Life Insurance Assn. of Ame 
ica, and Shelby Cullom Davis, New 
York investment expert and former de 
uty superintendent of New York. 
L. Hogg, executive vice-president 0 
American Life Convention, and Milto 
Mays of Insurance Executives Asst 
will speak on “Relations with Govert- 
ment.” 


Greensboro C.L.U. Elects 


Paul W. Schenck, Jr., has been elect 
ed president of the C.L.U. at Greens 
boro, N. C. Royall R. Brown is vice 
president and Seth C. Macon, secretary 


Dunn & Bare Mark 77th Ye 


Dunn & Bare general agency fo 
New England Mutual Life, Los At 
geles, marked its 77th year with a Just 
production drive that totaled $1,266,87 
in paid business. The record figut 
brought total paid production for th 
first six months to $4,500, — a 45% 
gain over the first half of 1951. Ira 4 
Hagenbuchas was top Patt 














Baltimore C.L.U.s have elected Mot 
ris B. Hack, general agent Continentd 
Assurance, president. Bertram A. Fraai 
was elected vice-president, and ae A 
Griffin, Jr., secretary. Robert B. Duvd 
is the new treasurer. 





Agency Directors’ Conference of Jac 
sonville elected S. Martin Fryer, Volut 
teer State Life, president; C. L. Moott 
Metropolitan, vice- -president, and Albef 
M. Avery III, Penn Mutual Life, sectt 
tary-treasurer. 
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R. O. BICKEL’S STUNT 





o<e@ 
“PAGE FROM OUR BOOK” 






Here is an idea that has worked fine 
zor Robert O. Bickel of Cedar Rapids, 
Ia. and can be used by anyone who is 
willing to spend a little time and money 
to produce a very effective sales aid. 
All you do is have someone take your 
sicture, While you, attired like Mr. 


or in some other garb appropriate to 
the occasion, hold a couple of strands 


od, “7 Bickel in the accompanying illustration, 


od for 
tute 


is week fo 
titute spon 
Federation 
of busines 
2rsity a 
icoln on the 
31-Nov. 1 
ommittee in 
J. Faulkner, 
ident. 


ot barbed wire apart. 

Mr. Bickel, who represents National 
Life of Vermont and is a lite member 
ot the Million Dollar Round Table, is 
quite a photographer, so such a project 
comes natural to him, as it would to 
other amateur lensmen. But you don’t 
have to do your own developing and 
orinting if you don't care to. 

Mr. Bickel makes his enlargements 
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WE Qary GET Yd unpEer THE WIE = 


Robert O. Bickel, National of Vermont, 
Cedar Rapids. Ia.. in the picture he sends 
out to clients and prospects before their 
age-change dates. 


on 5 x 7 paper, with a margin of an 
ich at the bottom and three-quarters 
of an inch on the other three sides. The 
picture itself is about 50% wider and 
deeper than the accompanying illustra- 
tion. Because it is an actual photograph 
and not a half-tone the effect is far 
more pleasing. In fact, the illustration 
gives only the general idea. 

_ The white card hanging on the fence 
ij made by placing a card on the en- 
larging paper, which biocks off the 
light and leaves the space blank. The 
lettering is done by hand, as is the 
wording at the bottom of the picture. 
If the film being used is large enough, 
the blocking out for the card could be 
done on the film itself with a red dye 
made for this purpose. It can be ob- 
tained from photographic stores. 


Fishing, Golf Could Apply 


ntinenta 

Cone Mr. Bickel happens to be a_ hunter, 

d James A 30 the hunting set-up Is especially ap- 

-t B. Duvig 2FOpriate for his card, but the agent 
could rig himself up as if for fishing, 
golf, or anything else involving the 
outdoors. It isn’t necessary that there 

ice of Jack be a connection between his hobby and 

yer, Volut® his garb. 

_L. Moott§ Mr. Bickel uses the picture by send- 

and Albel§ ing it to ‘his prospects and clients any- 


Life, sectt 








where from 4 to 12 days before age- 
Change date. He follows up with a 


"Under the Wire” Card Warms 
Up Old and New Prospects 


personal call two or three days after 
mailing the picture. He uses this par- 
ticular mailing piece only once for each 
person, as the novelty is a big element 
in its effectiveness. 

Pass Picture to Others 


The “under the wire” photograph not | 
only puts the recipient in a friendly and | 


favorable frame of mind but stirs up a 
lot of additional business. The aver- 
age man, on receiving such a card, 


shows it to half a dozen or so of his | 


fellow-workers. When he calls on these 
people as referred leads from the man 
who received the picture, the ice is 
already broken. 


Mr. Bickel is the originator of the | 
cocker-spaniel dog blotters, with a mes- | 


sage ostensibly written by the dog, 


that Mr. Bickel has used for many years | 


as New Year’s greetings. 


H. R. Smith Analyzes 
Traits of Big 
Lite Producers 


Qualities characteristic of the big 
life insurance producer were analyzed 
by Horace R. Smith, superintendent of 
agencies of Connecticut Mutual Life, at 
the meeting of the Texas Life Under- 
writers Assn. held at San Antonio. 

“The really big men in the life insur- 
ance business generally get that way 
through development of three strengths, 
concurrently arrived at either purpose- 
fully or as the result of the school of 
experience being a sound taskmaster,” 
said Mr. Smith. 

“The big man first gets a sales con- 
cept in which he believes strongly. He 
becomes skilled in his use and he firmly 
believes that it is effective. 





Becomes Market-Conscious 


“At the same time the big man also 
develops complete confidence in_ the 
fact that there is existent and available 


| on agent training: 
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to him an apparent market for the type | 


of selling which he likes to do best. 
“And finally, the big man develops a 


{ 









WILLIAM F. CODY STARTED HIS FIRST WILD WEST 
SHOW WHICH WAS LATER TO TOUR THE WORLD 


THAT WAS THE YEAR 
MODERN WOODMEN OF AMERICA 
WAS ESTABLISHED 


What Modern Woodmen Has Done in Its Sixty-Nine Years 


2 Modern Woodmen now has a sixty-nine-year record of faithful 
service to insureds and beneficiaries. 


More than $760,000,000 has been paid in benefits. 


Our record of prompt payment is unsurpassed. 


Twenty-five Modern Woodmen certificate forms are issued . . . 


2 
3 
4 Assets exceed $167,600,000 in a strong investment portfolio. 
5 

we insure every member of the family from birth to age 60. 
6 


Those insured in Modern Woodmen automatically receive THE 
POLIO-PROTECTION PLUS at no extra cost. 
ceive immediate payment of $250.00 when polio 
strikes; an additional payment of $250.00 if 
the attack results in crippling after-effects or 
death. 


=MODERN WOODMEN OF AMERICA 
ROCK ISLAND, ILLINOIS 


Members re- 
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TWO PERSONS 
FOR THE PRICE 
OF ONE 
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|labor-saving, efficient, simple plan of 
| business self-management that will get 
| his sales method before the best por- 
tions of his available market. 

“This right combination of three fac- 
tors invariably produces the world’s 
| best opportunity for a career. 

“Such a career enables the man who 
}owns it to earn more than a good 
| living, to earn more leisure, and to save 
| enough to create greater security for 
| himself and his family, and finally gives 
|}him the strength, and time and money 
'to help those who are less fortunate.” 





Bohlinger Report 
Stresses Sec. 213 


(CONTINUED FROM PAGE 2) 


which led to the changes were not con- 
cluded in time to incorporate in the draft 
presented at the hearing.” 

“In fact, they are of major impor- 
tance,’ Mr. Bohlinger comments in his 
report. “They affect the substance of 
some of the fundamentals of the bill.” 

Mr. Bohlinger is emphatically against 
the companies’ proposal in its present 
form. 


Wants “Infirmities” Corrected 


“With due respect to the fact that the 
industry committee gave considerable 
study to the matter over a long period 
of time, it is my considered conclusion 
that it would be unwise on a matter of 
such importance to accept the industry 
proposal in the suggested form and con- 
tent without further study,” Mr. Boh- 
linger says. “At present I am not con- 
vinced that the industry approach to the 
problem is the best solution. Even if it 
should ultimately be decided to accept 
the structure of the industry’s proposal, 
the serious infirmities contained therein 
should be corrected if the public interest 
is to be protected.” 

The reference to the “structure” of 
the industry’s proposal evidently i is meant 
to apply to the companies’ plan of sub- 
stituting an entire new article for present 
section 213, rather than attempting to 
amend the present section. Mr. Boh- 
linger has given evidence that he dis- 
trusts the mnew-article approach and 
would be better pleased if as much as 
possible of the present framework of 
section 213 were retained. 


Quotes Superintendent Beha 


In connection with revising section 213 
Mr. Bohlinger quotes in his report the 
following passage from a memorandum 
prepared by former Insurance Superin- 
tendent Beha, dated Aug. 14, 1928, out- 
lining the results of his study of the re- 
vision of the expense limitation section 
then being proposed: 

“In proposing any amendments to the 
law, the welfare of the insuring public 
should, of course, be given the primary 
consideration. In its last analysis, the 
insurance business exists by and for the 
policyholders. There is no other justifi- 
cation for the business. Whatever is 
best for the policyholders must, there- 
fore, ultimately be the best for the com- 
panies and the agents. No company or a 
group of agents should attempt to place 
temporary gain above the interest of 
the policyholders.” 

Commenting on this quotation, Mr. 
Bohlinger states that in his opinion the 
observations in it are “as cogent today 
as they were when made by Superintend- 









DENVER, COLORADO 


ent Beha in 1928.” 


| 
| Mentions Industry’s Role 

| Mr. Bohlinger calls attention to the 
part that the industry itself has played 
in developing and establishing the pres- 


ent expense limitation statute and men- 
tions that the 55% limit on first year 
commissions was supported by the life 
underwriters association. 
Notwithstanding the present limita- 
tions, payments are made to agents by 
certain companies today, which are not 
called commissions but which are in fact 





|“extra compensation for obtaining new 
business,” Mr. Bohlinger observes. 
The New York superintendent con- 


cludes his comments on section 213 reyi. 
sion with a pat on the back for all those 
interested in the legislation, saying, “I 
believe that the legislature, the depart- 
ment, and the companies generally are 
all seeking that which is for the bes; 
interests of the public and the _ busi- 
ness... . Any amendment or change 
in the statute, in my opinion, can only 
be justified either to remove obstacles 
in the path of healthy and _ norma! 
development for all types of companie 
or to reflect changing conditions.” 


Standard Allocation 
Rule Called Vital 


(CONTINUED FROM PAGE 9) 


ment purposes as well as for rate-mak. 
ing. Furthermore, the operation of uni- 
form accounting has not resulted in suck 
restrictions in record-keeping as were 
originally feared by some company 
officials.” 

Mr. Bohlinger concedes that enact- 
ment of a statute giving the superintend. 
ent power to prescribe regulations to 
bring about uniformity in the reporting 
and allocation of income and expense: 
should not and cannot result in immedi- 
ate uniformity. It would require only 
that all items of income and expenses be 
allocated to the various lines of insurance 
on the basis of appropriate distributions 
developed from analysis of individual 
items. 

The development of such a regulatior 
and the enforcement of compliance with 
it should be an evolutionary process so 
that the current procedures of companies 
would not be subjected to violent up- 
heaval, he states. At the same time, he 
warns, this period should not be unduly 
prolonged by blind adherence to so-calle¢ 
traditional methods, since the public ir- 
terest is vitally affected. 








President Gets Compromise 
Version of Doughton Bill 


(CONTINUED FROM PAGE 1) 


ties to determine the disability status 0: 
persons whose OASI status would be 
frozen. 

The new_ bill’s provision segues 
state determination is a slap at FSA Ac 
ministrator Ewing and is calculated te 
please American Medical Assn. ané 
insurance opponents of “socialized medi- 
cine,” for which it was claimed the orig- 
inal disability provision of the Doughtor 
bill would have opened the door. 

During the year FSA can seek ex 
tension of the disability provision’s time 
limitation beyond June 30, 1953. 

The conference report on the bill in- 
dicated the intent of the conferees that 
congressional committee hearings be 
held on the disability feature early it 
1953, as well as on problems presentec 
by proposed incorporation under OAS! 
of state and local government employe: 
who have their own retirement plans. 

These hearings will enable commit: 
tees to obtain from interested groups. 
views as to the methods of obtaining 
evidence on disability, under what cit 
cumstances and by whom determinatiot 
should be made. Congress can then de- 
cide whether the disability provisions 0 
the bill should be enacted into perme 
nent law. 


To Study Linton Proposals 


The Senate finance committee at 
thority to have a fundamental study 
OASI made continues since Congres 
adjournment. It authorized $25,000 t 
look into suggestions of M. Alber 
Linton, president Provident Mutua 
Life, and others that a basic change it 
the system may be made to advantage, 
putting it on a pay-as-you-go basis. 

The committee has not yet taken up 
this job, owing to the multiplicity % 
legislation it has had to handle during 
the last year or two—social securit¥ 
veterans insurance, taxation, etc. But, * 
is stated that it has not been abandoned 
although there will probably be mot 
delay, owing to departure for hi 
Georgia home of Chairman George. 
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A WELL-BALANCED COMPANY 












































CO ymbol of 
professional pride 
... Life Insurance dedicated 


to the Public Service. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA ¢© PENNSYLVANIA 
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FIRST BILLION DOLLARS 


OF INSURANCE IN FORCE 


eer Cay, 
GUARDIAN 
$e Saran Cg 
OF AMERICA 


FIFTY UNION SQUARE 
NEW YORK 3, N. Y. a0 
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CRAWFORD H. ELLIS 





DOORWAY TO SUCCESS... 


Our 238 Junior and Senior Dynamo Club Members averaged 
over $350,000 of Ordinary Life business during 1951 


Thou s 74 Reacon 


A. A WELL-TRAINED SALES ORGANIZATION 


B. ARMED WITH EXCELLENT SALES TOOLS 
and 
HIGHLY COMPETITIVE SALES MERCHANDISE 


C. A LIBERAL COMPENSATION PLAN . . . INCLUDES 


1. Free Hospitalization 

2. Group Insurance up to $6,000 

3. A Non-Contributory Pension Plan 
4. Disability Benefits 


PLUS: Four Decades of Progress 
1912 TO 1952 


1. AN ALL TIME HIGH IN NEW SALES, $116,000,000 IN 1951 
(Includes re-instatements and revivals) 


2. HALF A BILLION DOLLARS OF INSURANCE IN FORCE 

3. COMPLETE MUTUALIZATION 

4. THE COMPLETION AND OCCUPANCY OF OUR NEW 
$3,000,000 HOME OFFICE BUILDING 


The progress of Pan-American Life Insurance Company is meas- 
ured by the ability and success of its agency organization. 






For Information, Address: 


CHARLES J. MESMAN 


Superintendent of Agencies 





President 


EDWARD G. SIMMONS 


Executive Vice-President 


PAN-AMERICAN 
LIFE INSURANCE CO. 


NEW ORLEANS, U.S.A 


KENNETH D. HAMER 
Vice-President & Agency Director 
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TO HELP YOU SELL MORE LIFE INSURANCE 


Countless tasks make the Agency Cashier one of the busiest men in life 
One of « series of advertisements insurance—and one of the most important to the salesman. Collecting pre- 
dedicated to the men and women miums . . . arranging beneficiary and trust agreements . . . ironing out 


whose skill, knowledge and effort 
contribute so importantly to the problems for policyholders . . . supervising office routine . . . maintaining 


life insurance salesman’s success. 
records—these are but a few. Day after day, his many-sided job relieves you 
of endless detail. Day after day, his efficiency, his courtesy and his ever-ready 
assistance to policyholders help keep your clients pleased and satisfied with 


the services of the company you represent. 





ATNA LIFE INSURANCE COMPANY 


HARTFORD 15, iM CONNECTICUT 





